











LEADING LIFE INSURANCE WE 





Via GlOiGlaaaaselics 


LIFE INSURANCE EDITION 


WF a 
4 
4 
y 
s FRIDAY, AUGUST 23, 1929 : 
4 4 : 
fi 











UG 2 4 1929. 





Theodore Roosevelt 
Once Said: 


“Any man who does not support 
the business out of which he 
makes a living does not deserve 
to succeed ”’ 
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Conservative Growth 





ALTHouGH it has expanded 
consistently and has enjoyed a remarkable growth, 
the Illinois Life has never looked upon volume as 
the most important factor in its development. 


G Since the inception of the company the officers 

and directors of the Illinois Life have held to 
a conservative policy of business administration 
and have avoided the dangers of mushroom growth. 


As a result of their acumen the Illinois Life 

today holds an enviable position among the 
leading life companies, and is recognized as 
“the dean of Illinois legal reserve life insurance 
companies.” 


The Illinois Life now operates in eight states 

and is slowly but surely widening its field of 
operation in accordance with its successful policy 
of conservative growth. 


Illinois Life Insurance Co. 


Illinois Life Building Chicago 1212 Lake Shore Drive 
Raymond W. Stevens, President 

















No 

















THE NATIONAL UNDERWRITER 


























INAUGURATION 























WASHINGTON 






PUBLISHED BY 


DETROIT 


(A SERIES OF EVENTS IN “EARLY AMERICAN Lire” WILL APPEAR ON THIS PAGE THROUGHOUT THE YEAR. 











“ A\MERICAN [IFE |NSURANCE (OMPANY 





WATCH FOR THE NEXT APPEARANCE.) 











ML 





a 


August 23, ; 



















NOTE 


F. B. M 
peri 


The 
annual 
Conven' 
cinnati, 
put int 
commit! 
vice-pre 
eral is 
is perh 


progran 











gatherir 

A dis 
arrange 
vention 
sions ‘ 
devoted 
to som 
vention 
manage 


additio1 


their 01 
will ele 
ine 
s 
Com 
rogra! 
ut the 
ng spe 
ng ar 
On | 
16, W; 
tate 
“This 
of tl 
and 1 
pron 
oc 
Cl 1 
has als 
‘ 










































4 


hirty-Third Year No. 34 


he National Underwriter 


LIFE INSURANCE EDITION 


CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, AUGUST 23, 1929 






$3.00 Per Year, 15 Cents a Copy 





Shape American 
Life Program 


: 


‘Convention Speakers Selected in 
Past and Topics Announced for 
Cincinnati Sessions 


NOTED BANKER ON LIST 


F. B. Mead to Discuss Non-Medical Ex- 
perience and Dr. Dingman to 
Talk on Disability 


The program for the twenty-fourth 
annual meeting of the American Life 
Convention, which will be held at Cin- 
cinnati, Ohio, on Oct. 14-18, is being 
put into shape and the special program 
committee, of which John M. Laird, 
vice-president of the Connecticut Gen- 
eral is chairman, has worked out what 
is perhaps the best balanced insurance 
program ever presented at a similar 
gathering. 

A distinct departure from the former 
arrangement of the American Life Con- 
vention programs is that various ses- 
sions of the main convention will be 
devoted to subjects of especial interest 
to some one of the sections of the con- 
vention, such as financial, home office 
management and agency section. In 
addition the various sections will hold 
their own special meetings at which they 
will elect officers and transact other bus- 
iness of interest. 


Seme of the Speakers Named 


Complete details of the convention 
program have not yet been worked out 
but the names of some of the outstand- 
ing speakers who will address the meet- 
ing are now available. 

On the afternoon of Wednesday, Oct. 
16, Walter W. Head, president of the 
State Bank of Chicago, will speak on 
“This Modern Age.” Mr. Head is one 
of the leading financial men of the west 
and for many years has always been 
prominent in the affairs of the Boy 
Scouts, the Young Men’s Christian As- 
sociation and similar organizations. He 
has also served on the boards of various 


educational institutions. He is a direc- 
tor for several large railroads. Because 
of his large and varied experience Mr. 


Head's paper should prove one of the 
leatures of the convention, 


Mead on Non-Medical 


‘ranklin B. Mead, vice-president of the 
l Life, will speak the 





In National 
morning of Oct. 18 on “Four Years’ Ex- 
perience with Life Insurance Without 
Medical Examination.” The writing of 
non-medical insurance is one of the big 
problems now confronting the insurance 
world and as Mr. Mead has made a very 
exhaustive study of all phases of this 
held of insurance he is sure to have 
some very interesting information for 
those present. 

_At the same session of the conven- 
tion, Col. C. B. Robbins, president of 


(CONTINUED ON PAGE 26) 


| Hundred Billion in Force 





American Life Insurance in Force Has Reached Monu- 
mental Figure and Yet It Represents but the 
Earned Incomes of the People 





NEW YORK, Aug. 22.—That the 
much sought-for goal of $100,000,000,000 
of legal reserve life insurance in force in 
American companies was achieved last 
month, probably, July 26, is revealed by 
a survey completed by the Association 
of Life Insurance Presidents. When 
the annual convention of that organiza- 
tion was held in December last year, a 
preliminary survey was presented, pre- 
dicting that the $100,000,000,000 mile- 
stone would be reached early in the 
autumn of the present year. A hitherto 
unprecedented amount of new life in- 
surance during the first seven months 
of 1929, however, has resulted in the 
$100,000,000,000 in force being reached 
two months earlier than was anticipated 
at the close of last year. 


Comprehensive Reports 
Secured in Survey 


Because of the public interest in this 
historic life insurance event, the asso- 
ciation has been gathering special re- 
ports from companies for the last three 
months showing the amount of insur- 
ance in force. Ordinarily these com- 
putations are made only as of the end 
of the year. The monthly reports came 
from 44 companies representing 85 per- 
cent of the legal reserve business trans- 
acted by American companies. These 
reports show that on July 31 of this year 
the total insurance in force of these com- 
panies was $85,203,895,000, an increase 
of 5.2 perient over Dec. 31. 1928. Allow- 
ing for a similar increase by the com- 
panies in the group not reporting— 
that is, in the other 15 percent of the 
buiness—the total increase in force for 
al Icompanies as of July 31 approxi- 


mated $100,122,085,000. The average 
net addition to insurance in force for 
each week during July was $25,269,000. 


Greater Part Written 
in the Recent Years 


“Probably no better testimony to the 
accelerated thrift of the American people 
can be found than in the remarkable 
multiplication of this life insurance pro- 
tection in recent years,” said George T. 
Wright, manager of the Association of 
Life Insurance Presidents. “While it 
has taken 86 years of American life 
insurance to create this protection, by 
far the greater part of it has been built 
up in recent years. Thirteen years ago 
—in 1916—when American life insur- 
ance was 73 years old, the total insur- 
ance in force amounted to $24,700,000,- 
000. 
in than 13 years. sut the most 
striking fact disclosed by the survey is 
that while it took 79 years for life in- 
surance in United States companies to 
reach, in 1922, the first $50,000,000,000, 
the second $50,000,000,000 has now been 
achieved in a little more than 6% years. 
This $100,000,000,000 life insurance in 
force is more than twice the outstanding 
life insurance of all other countries of 


less 








the world combined, although the United 





Thus it has more than quadrupled | 








States has only one-sixteenth of the 


world’s population. 


Postwar Period Brought 
Tremendous Production 


“Even as recently as 16 years ago it 
was not anticipated that the achievement 
of the $100,000,000,000 milestone by 
United States companies would be at- 
tained much before 1940, for the annual 
net accretions to the insurance in force, 
after allowance for maturities on ac- 
count of deaths and endowments and 
for termination by lapses, averaged in 
those days about $1,275,000,000. During 
the latter part of the World War this 
annual net increase was somewhat 
accelerated, reaching $2,500,000,000, It 
was not until after the conclusion of 
the war that the present trend of huge 
annual accretions was made when the 
net increase in 1919 leaped to $6,000,000,- 
000 annually and three times it has 
reached $8,000,000,000 or thereabouts. 

“Of course, the big factor in this 
acceleration has been the _ increased 
amount of new business produced each 
year. In the 10 years from 1909 to 
1918, inclusive, the amount of new busi- 
ness by all United States companies was 
$35,725,000,000, a yearly average of 
$3,572,500,000. In the next 10 years from 
1919 to 1928 inclusive the total new 
business written was $129,875,000, or a 





yearly average of $12,987,500,000, In 
other words, during the last 10 years 
three and one-half times as much new 


business has been produced as during the 
prior decade. 
Economic and Social 

Ramifications Shown 

“Perhaps a clearer picture of the ac- 
celeration in new business is presented 
by pointing out that in 1919 the amount 


of new business produced was $2,449,- 
,000,000, while in 1928 it was $18,618,- 
000,000. Thus we see seven and one- 


half times as much life insurance being 
purchased annually from American life 
companies as was the case 19 years ago. 

“The economic and social ramifica- 
tions of this $100,000,000,000 of life in- 
surance in force are of great importance 
in the daily lives of our citizens,” con- 
tinued Mr. Wright. “Guaranteeing eco- 
nomic independence to millions of in- 
dividuals and temporary financial relief 
more millions, contracts bind- 


to many 

ing the aggregate payment of this 
amount are now in the hands of more 
than 65,000,000 policyholders. These 
policyholders are representative of 
every walk of life, from the industrial 


wage earner to the corporation presi- 
dent. The accumulation of this vast 
amount of protection, financed chiefly 
from current earnings—often at great 
sacrifice—is concrete evidence of the 
thrift and foresight of our populace. 
The use of life insurance materially con- 
tributes to the welfare and peace of 
mind of our citizens. It develops self- 
reliance and character, It avoids larger 





Ecker Secured 
as a Speaker 


Metropolitan Life’s President to 
Address National Life 
Underwriters 


TO TALK ON INVESTMENTS 


H. J.. Cummings, Superintendent of 


Agencies for Minnesota Mutual, to 
Consider Second Billion 


NEW YORK, Aug. 22.—Frederick 
H. Ecker, president of the Metropolitan 
Life and head of the greatest protective- 
financial organization in the world, has 
consented to speak before the conven- 
tion of the National Association of Life 
Underwriters in Washington in Septem- 
ber. Paul F. Clark, the 
association, announced this addition to a 
Mr. Ecker will 
speak on “Investment Trends in the Era 
of the Second Hundred Billion of Life 
Insurance.” This talk, both for its sub- 
ject matter and the speaker, will be one 
of the convention features and will be of 
keen interest to underwriters and bank- 
ers throughout the world. 


president of 


strong program today. 


World Investment Authority 


Mr. Ecker took over the leadership of 
the great Metropolitan organization six 
months ago and prior to that had been 
in charge of the financial phase of that 
company’s business for many years, 
handling the investments of the greatest 
daily fund turned over by any single in- 
stitution. He is a world investment 
authority and his comment on this sub- 
ject, linked up with life insurance in 


its future program, will be of keen in 
terest. 
Harold J. Cummings to Speak 
H. J. Cummings, superintendent of 


agencies for the Minnesota Mutual Life 
and one of the keen agency officers of 
the country, has also been added to the 
program, his topic to be “Missions and 
Methods of the Average Producer in the 
Era of the Second Hundred Billion.” 
Mr. Cummings has long been known for 
his forward-looking agency views and 
methods and has been active in the life 
agency officers meetings, his presenta- 
tions of ideas at that organization’s ses- 
sions proving of special interest always. 


state and private aid to dependents, It 
provides education for orphans and eco- 
nomic reassurance for widows. The ac 
ceptance of life insurance by many 
Americans as a means towards these 
ends has largely resulted from the un- 
tiring efforts of the many thousands of 
life insurance agents—the ambassadors 
of the institution. 

“Despite this reassuring picture of 
economic security, when the situation 
is reviewed from another angle one does 

(CONTINUED ON PAGE 26) 
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Press Sees “Story” Value 





Newspapers of This Country and Canada Give Publicity 
to Life Insurance Payments for 1928 Compiled and 
Published by The National Underwriter 





By a new method of distribution of 
its “Life Payments Number” to news- 
papers this year THE NATIONAL UNDER- 
WRITER has secured an immense amount 
of publicity on the benefits of life in- 
surance. Insurance men in all parts of 
the country have noticed in the daily 
press a large amount of space devoted 
to information on the local or national 
distribution of life insurance benefits, 
with frequent comments on the benefi- 
cence of insurance protection. Every 
daily newspaper in the United States 
and Canada received an advance copy 
of the “Life Payments Number” under 
release for Aug. 2, with a “clip 
sheet” to enable the editors’ to 
select the most interesting material. 
While the press clipping returns are not 
all in as yet, it is evident that ma- 
terial from the “Life Payments Num- 
ber” was used by most of the daily 
newspapers. 

Caught Eye of Editors 


The number this year was the 29th 
annual compilation of-the benefits paid 
by life companies to policyholders and 
beneficiaries in the form of death bene- 
fits, matured endowments, dividends, 
surrendered policies, annuities, disability 
claims, etc. The immense total of more 
than $2,000,000,000 going back to policy- 
holders, mostly in small amounts, caught 
the eye of the editors even in this day 
of big business, with the result that 
the information was “played up” promi- 
nently and in many cases at great 
length by the newspapers. The value to 
life insurance of such _ publicity is 
obvious. 

27,500 Copies Sent Out 


In addition to the newspaper pub- 
licity thousands of copies of the “Life 
Payments Number” were purchased by 
companies for the use of their agents. 
The arrangement of the material makes 
the number valuable for use in soliciting 
as it shows local benefits paid in death 
claims and impresses the prospects with 


the actual value of insurance, in in- 
stances that are close at home. With 
those sent to regular subscribers the 


extra copies meant a total printing of 
27,500. 


Striking Editorial Comment 


Besides using the information in their 
news columns many newspapers had in- 
teresting editorial comment. A typical 
editorial is the following from the Bir- 
mingham, Ala., “News:” 


“Life Insurance Protection 
“Regarded In Human Terms 


“During the last fiscal year, Amer- 


ican life insurance companies paid to 
policyholders upwards of two billion 
dollars. This interesting fact, made 


public recently by THe NATIONAL UNper- 
WRITER, is not of such vital concern to 
Alabamians as the concrete listing of 
beneficiaries in this commonwealth dur- 
ing the last twelvemonth. During the 
year 1928 an amount aggregating $17,- 
850,000 was paid in death claims, great- 
er by far than during any previous year. 
Incidentally, Alabama is twenty-seventh 
in the list of 48 states. This almost 
incredible showing of national insurance 
benefits reckoned in terms of billions 
may well cause moderns to wonder how 
the human race managed to struggle 
along before insurance was invented. 
And the further statement by THe Na- 
TIONAL UNDERWRITER that at present more 
than a hundred billions of life insurance 
is in force on the lives of Americans, is 
almost fascinating—altogether thrilling! 


cold figures—their immensity—their nigh 
unbelievableness. But the holder of a 
policy, whether it be for $1,000 or $1,- 
000,000, is more inclined to regard it in 
terms of comfort for those left behind 
when his brief part is played. It is one 
way the human candle can throw his 
beams far past the bitter hour of death. 

“At a time when life insurance has 
become an essential commodity, it may 
seem rather old-fashioned to speak of 
the moral side of this form of protection. 
Fortunately. what was once regarded 
as a kind of luxury has become a neces- 
sity without which a man in medium 
or below medium, financial condition, 
cannot enjoy great peace of mind. 
Haply, however, the various forms of 
insurance now being offered either in 
group and class insurance, or in large 
risks to rich investors,’ brings life pro- 
tection within the grasp of all citizens.” 





Hard to Judge Aviation 
Risks, Says Aetna Actuary 


WINNIPEG, CAN., Aug. 32.—Avia- 
tion underwriting risks are so great that 
they cannot be determined, said Ralph 
Keffer, actuary of the Aetna Life, at a 
banquet held in connection with a meet- 
ing of -western representatives of the 
company here. 

If there were as many casualties, in 
proportion, among the 25,000,000 motor 
cars in operation as there are with the 
6,700 planes in use in the United States, 
the number would be 4,000 a day. The 
risks are comparatively small to the 
public taking casual air trips in well 
regulated planes, but to those engaged 
regularly in flying, it defies estimation, 
he asserted. To make any sort of ac- 
curate estimate would require a thor- 
ough survey of the type of planes used 
and the kind of flying. There were 153 
pilots killed in 1928 and 215 passengers, 
he said, as well as 322 persons seriously 
injured and many more less seriously in 
the United States alone. 

Lester O. Schriver, manager, Peoria, 
Ill., presided at the banquet and there 
was a record attendance. This was the 
first regional conference of the company 
to be held in Canada. Some 150 dele- 
gates were present from Winnipeg, Cal- 
gary and eight cities of the middle west- 


ern states. 
Addresses were given by K. A. 
Luther, vice-president, and by W. H. 


Dallas, assistant vice-president in charge 
of underwriters. 


Guardian Life Fieldmen’s Convention 


The annual convention of fieldmen 
of the Guardian Life is being held in 
Estes Park, Colo., this week. A greater 
number of agents than ever before quali- 
fied for membership in the Leader Club 
during the year ended July 31. 

Home office officials attending the 
convention include President Carl Heye, 
Superintendent of Agencies James A. 
McLain, Assistant Medical Director M. 
B. Bender, Assistant Superintendents of 
Agencies F. Weidenborner, Jr., and 
J. E. Lockwood, Agency Assistant R. 
W. Griswold, Publicity Manager J. C. 
Slattery and F. A. Bachur, secretary of 
the Leaders Club. 


Increase Floor Space 


The Penn Mutual Life office, 921 
American Bank building, Davenport, 
Ia., will soon increase its floor space 
by more than 300 square feet through 





Allen and Hull Added 
to Washington Program 


A Rushton Allen, who recently 
joined James Elton Bragg in the 
general agency of the Union Cen- 
tral Life in Philadelphia, will be 
on the Washington program of 
the National Association of Life 
Underwriters, speaking on 
“Underwriting Business Purchase 
Agreements.” Mr. Allen spoke 
at Detroit last year and made a 
strong impression there. Roger 
B. Hull, managing director of the 
National association, will speak on 
“The Model Underwriter — He 
Faces East.” 











Chicago Agencies Make 
Big Increases to Date 





General agencies of the Penn Mutual 
in Chicago have had an unusual growth 
this year under the man-power cam- 
paign of Hugh D. Hart, vice-president. 
The agencies paid for $2,558,775 in July, 
as compared with $1,644,048 in the same 


month last year, or an increase of 55 
percent, and during the seven months 
period paid for $21,806,349, against 


$14,791,707 up to August last year, or 
an increase of 48 percent. 

The Alexander B. Patterson agency 
stood third among company’s agencies 
in the United States for the month, pay- 
ing for $1,555,000 in July as against 
$669,600 in July, 1928, an increase of 130 
percent. It showed 55 percent increase 
tor the seven months period, paying for 
$8,834,505 this year as compared with 
$5,057,202 last year in the period. 

-W. A. Alexander & Co. paid for $594,- 
275 in July as against $268,500 in the 
same month last year, a 120 percent in- 
crease, and for the seven months period 
paid for $4,621,214 as against $3,259,415 
last year, or 40 percent increase. 
Stumes & Loeb also showed fine in- 
creases, with $509,500 paid for in July 
as against $706,548 a year ago, and 
$8,350,630 during the seven months as 
compared with $6,475,090 in the same 
period last year. 





FILES SUIT TO COLLECT 
COMMISSION FROM VARDELL 


John M. Dawson of Dallas, Tex., has 
filed a suit in that city to collect a com- 
mission of $367,500 from T. W. Vardell, 
president, and T. L. Bradford, vice- 
president of the Southwestern Life for 
his alleged part in selling control of the 
Dallas company to the Missouri State 
Life. 

Dawson claims to have acted as bro- 
ker in the sale of the insurance com- 
pany’s stock for $7,350,000. He wants 
a 5 percent commission for his work. 

Mr. Vardell says Dawson had no con- 
nection whatsoever with the sale of the 
stock and that no commission is due 
him. Hillsman Taylor, president of the 
Missouri State Life, also said that Daw- 
son had nothing to do with the insur- 
ance deal so far as he knew. He said 
that he was not acquainted with Daw- 
son personally and did not hear of his 
claim for a commission until after the 
negotiations for the acquisition of con- 
trol of the Texas company had been 
closed. 


Central Club District Leaders 


W. W. Vincent, Hobbs Agency of the 
Equitable Life of New York at Chi- 
cago, leads the Central Agency Club 
district in paid business for June with a 
volume of $359,150. The leaders in paid 
business for the first six months of 
the year are: I. J. Dahle, Bender agency, 
Chicago; J. Morrell, Lustgarten agency, 
Chicago; H. T. Wright, Berls agency, 
Chicago; G. C. Bruen, Hobbs agency, 
Chicago; F. Deichmann, Embry agency, 








“The Underwriter speaks in terms of 


remodeling operations. 


Guest Speakers 
Were a Feature 


Continental Life of Missouri He 
Its Agency Convention in 
Chicago 


MANY GOOD ADDRESSES 


S. T. Whatley, Dr. H. W. Digman 
John A. Sullivan and L. B. Hender. 
shot on the Interesting Program 


club ot the 
Louis 


Members of the “Clic” 
Continental Life St. met in 
Chicago this week for the annual meet- 
ing. It was featured by several 
standing addresses and a series of in- 
teresting round table sales discussions 
Vice-President De Witt Mills opened the 
convention by introducing President Ei 
Mays, who spoke on the progress in the 
construction of the home office 
building which when completed will be 
a 22 story modern structure. He re- 
ported the company in excellent finan- 
cial condition and pledged it would 
never be sold as long as it was under 
his jurisdiction. 

New Officers of Club 


New officers for 1929 of the Clic Club 
are David D. Murphy, president; C. J 


of 


out- 


new 


Klitgaard, first vice-president; Imm 
Jansen, second vice-president; FE. § 
Davis, third vice-president; J. M. Hens- 
ley, fourth vice-president, and A. § 


Brandt, assistant vice-president. 
The key note speech of the meeting 
was given by C. J. Klitgaard, general 


agent at San Francisco. E. S. Davis 
handled the subject of “Loyalty” and J 
V. Conatser spoke on “Direct Mail 


Sales Aid.” The first session was wound 
up by a spirited talk on “Enthusiasm” 
by S. T. Whatley, Chicago general agent 
of the Aetna Life. He said “More life 
insurance has been sold on enthusiasm 
than on all statistics in the world.” 


John A. Sullivan Spoke 
The Tuesday morning session was 
opened by John A. Sullivan, vice-pres:- 


dent of the Great Northern Life. His 
subject was “Good Working Habits.” 
He said, “No other business requires 
the preparedness that the life insurance 
business does. Good working habits for 
the life insurance man are an absolute 
essential A man must spread sut- 
shine and be ptimistic. He must see 
the other man’s viewpoint. We spin our 
own fate by our working habits.” Mr. 
Sullivan then gave the 12 business prit- 
ciples that actuated the life of the late 
Marshall Field of Chicago. They are 
“value of time;” “success of persever- 
ence;” “pleasure of working;” “dignity 
of simplicity;” “worth of character; 


“power of kindness;” “influence of ex 
ample;” “obligations of duty;” “wis dom 
of economy;” “virtue of patience; “im- 


portance of talent” 
inating.” 


and the “joy of orig- 


Hendershot Gave Talk 


He was followed by L. B. Hender 
shot, who is a staff member of the Life 
Insurance Sales Research Bureau. Mr 
Hendershot said, “Life insurance has 
been a scrap heap. It has been the foot 
ball of business in the past. Today we 
are entering an era where we need me 

of good w orking habits. We are going 
to sell life insurance by breaking down 
the resistance. We are swamping thes¢ 
prospects of ours with technical terms 
When a man says ‘I don’t want life 
insurance’ he means ‘you haven't ¢ 





Kansas City. 


(CONTINUED ON PAGE 17) 
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July Life Insurance Sees | 
Fine Gains in Sales End 





HARTFORD, CONN., Aug. 22.—July sales of ordinary life insurance in the 
United States gained 13 percent over July, 1928. This large monthly increase was 
shared by every section of the country. Only eight states failed to equal their 
production in last July. Another indication of the general nature of the prosperity 
is evidenced by the fact that 72 percent of the reporting companies record gains. 
For the first seven months every section again records increased production. The 
country as a whole shows a gain of 8 percent which was shared by 71 percent of 
the contributing companies. This increase was shared by companies of all sizes. 
The “A” companies, those having in force $400,000,000 of insurance or over, gained 
7 percent, and 56 percent of these companies increased their production in the first 


seven months of 1929. The “B” compa- 
which have in force from $150,000,- 


nies, 

000 to $400,000,000 gained 5 percent and 
61 percent of the companies in this 
group showed increased sales. The 


smallest companies, “C” and “D,” hav- 
ing in force under $150,000,000 of insur- 
ance, showed the largest year-to-date 
increase. Eighty-eight percent of these 
companies report increased sales with 
an average gain of 18 percent. 

Twelve Month Period Record 


The twelve-month period ending July 
31, 1929, was a successful period for 
sales of ordinary life insurance through- 
out the country. The United States as 
a whole increased its sales 7 percent 
over the preceding twelve months. 
These figures are issued by the Life 
Insurance Sales Research Bureau and 
are based on the experience of 78 com- 
panies having in force 88 percent of the 
total legal reserve ordinary life insur- 
ance outstanding in the United States. 

* * * 


New England—The New England 
states show the unusual gain of 18 per- 
cent in July sales of ordinary life insur- 
ance over July, 1928. Every state in- 
creased its production during the month. 
For first seven months of the year 
and for the twelve-month period ending 
July 31, 1929, the New England states 
show a 7 percent increased over the 
same months of last year. 

*x* * * 

Middle Atlantie—The 
states pay for about one-third 
total new business sold in the 
This section shows a gain of 
in July Pennsylvania leads with a 
monthly gain of 21 percent. This section 
shows a 10 percent gain both for 
year-to-date and the twelve-month 
period ending July 31. 

x * * 

East North Central—The East North 

Central states show a 10 percent gain in 


the 


Atlantic 
of 


Middle 


insurance sales in July over July, 1928. | 
For the first seven months of the year | 
these states record an 11 percent in- 
crase. Every state in this section shows 
gains for the month, year-to-date and | 
twelve-month period. 


* * * 
_ West North Central—The 
Central states show a 10 percent gain in 


West North | 


July over July, 1928. Kansas led this 
section with a monthly gain of 22 per- 
cent. For the first seven months of the 
year the West North Central states | 
gained 2 percent. For the twelve-month 


period just ended, these states increased 


their production 1 percent over the pre- 
ceding twelve months. 
x * * 

Seuth Atlantie— During July these 
stat record an increase of 6 percent in 
Sales of life insurance over July, 1928. 
Delaware with a monthly increase of 42 
percent, leads this section. For the first 
first seven months of the year these 
States record a 2 percent gain over the 


Same months in 1928. During the twelve- 
month period ending July 31 these states 
Just equalled their production in the pre- 
cedi 12 months. 

* * * 
East South Central—The East South 


Central States increased their produc- 
tion 6 percent in July over July, 1928. 
For the first seven months of the year 
these states record an increase of 2 per- 
cent During the past twelve months 
the section incrased sales 1 percent over 
the preceding twelve months. 


; * * x 
ont South Central—The West South 
entral States show a gain of 18 percent 
over July, 1928. Every state records in- 








| arrangements for the annual convention 


the | 
country. | 
15 percent | 


the | 


creased production for the month, Texas 
leads with a 25 percent gain. For the 
first seven months of the year these 
states show a 4 percent increase over the 
same months in 1928. For the twelve- 
month period ending July 31, 1929, these 
states record a 3 percent gain. 
x * * 

Mountain—The mountain states lead 
all sections with a monthly increase of 
19 percent over July, 1928. All states ex- 
cept Nevada share this large increase. 





Arizona leads all states in the country 
with a monthly gain of 59 percent. This 
section also leads the country in both 
the year-to-date and twelve-month 
period just ended with increases of 13 
percent and 11 percent respectively. 


K 


..Pacifie—The three states in this sec- 
tion all record increased production for 
July. This section shows an average 
monthly gain of 14 percent. The gain 
for the first seven months of the year 
is 10 percent, and the gain for the 
twelve-month period ending July 31 is 8 
percent. All states share both the year- 
to-date and twelve-month gain. 


Washington Committees 
Are Rounding Out Plans 


WASHINGTON, Aug. 22.—The local 


convention committees in charge of 


of the National Association of Life 
Underwriters to be held in Washington, 
Sept. are rapidly getting their 
plans in shape for what is expected to 
be the largest and most successful meet- 
ing ever held by the National associa- 
tion. 
Edward 


25-27 


S. 


Brashears of the Union 





Central, one of the vice-presidents of 


| the National association, is chairman of 


its convention committee and John F. 
Cremen of the Massachusetts Mutual is 
general chairman of the local committee. 
The chairmen of the various special 
committees in charge of convention ac- 
tivities are: 

Finance, John Dolph; publicity, Paul 
D. Sleeper; reservation-hotel, A. L. 
saldwin; entertainment, Eugene G. 
Adams; reception, Arthur W. Defen- 
derfer; registration, H. Lawrence 
Choate; banks and trusts, Earl D. 
Krewson; transportation, Frank R. 
Strunk; open session, H. R. Bryarly; 
golf, G. Lea Stabler; nearby associa- 
tions, J. L. McElfresh; radio, J. A. 
Marr; blind underwriters, D. Fulton 
Harris; attendance, H. O. McLean; spe- 
cial guests, A. D. Carpenter; program, 
Thomas R. Crowley. 

Harold D. Krafft is secretary of the 
Washington Association of Life Under- 
writers and Russell P. Freeman, treas- 
urer. 


Actuaries Joint Meeting 
The fall meeting of the American In- 
stitute of Actuaries will be held at the 
Royal York hotel, Toronto, Can., Oct. 
9-11. This will be a joint meeting with 
the Actuarial Society of America. 


Security Mutual Convention 


The annual agency convention of the 
Security Mutual Life of Lincoln, Neb., 
will be held at the home office Sept. 


27-28. 











Goes to Louisville 








McNAMER 


HARRY C. 


Harry C. McNamer, manager of the 
brokerage department of the Darby A. 
Day general agency of the Union Cen- 
tral Life at Chicago, who becomes man- 
ager of the company at Louisville, 
one of the best known life insurance 
men in his city. He has spoken before 
a number of life insurance conventions 
and agency meetings. He is regarded as 
a top-notch man. 


1s 


Agreements Announced 


ALBANY, N. Y. 
nouncement that New York has reached 
an agreement with Michigan, Missouri 
and Wyoming on estate tax reciprocity 
made by Thomas M. Lynch, com- 
missioner of taxation and finance. 


Aug. 22.—An- 


1s 


Such agreements are the results of 
legislation recently enacted in these 
states, and under them estates of resi- 


dents of New York State will not here- 
after be subject to taxation on intangible 
personal property in those states, Like- 
wise the intangible personal property of 
deceased residents of these three states 
will not be taxable in New York. 

The agreement with Michigan be- 
came effective May 21 and with Wyo- 
ming Feb. 23, while that with Missouri 
will take effect Aug. 27. This an- 
nouncement follows a similar one in 
May, when agreement was reached with 
six states and Canadian province. 
New York now has reciprocal agree- 
ments with about 30 states. 


one 


Des Moines Life & Annuity Convention 


According to an announement by E. 
L. Shinnick, secretary of the Des 
Moines Life & Annuity, the agency con- 
vention of that company will be held 
at Lake Okoboji Aug. 28-30. Among 
the interesting features on the program 
are nine talks by Dr. Charles J. Rock- 
well, noted life insurance educator. A 
large number of agents have qualified 
for the meeting. 

The Des Moines Life & Annuity is 
having an unusually profitable year. 
Thus far each month shows an increase 
over the same month last year. 





More and Larger Policies 


The Lincoln National Life is making 
a drive to get its agents to write more 
and larger sized policies. In July, 89 
agents averaged more than 40 applica- 
tions apiece. Sixty-five wrote applica- 
tions larger than $10,000. In addition, 
106 agents wrote from one to eight 
applications for $10,000 exactly. 





*. 


Regional Meet. 
Held at Pequot 


Northwestern National’s Agents in 
Central Territory Gather at 
Minnesota Resort 





TO HONOR CHAMBERLAIN 


Celebrate Veteran Trustee’s Twenty- 
Fifth Anniversary of Connection 
With Company Next April 


MINNEAPOLIS, Aug. 22.—Agents 
of the Northwestern National Life of 
Minneapolis voted to observe April, 


1930, as “Chamberlain Month” in honor 
of F. A. Chamberlain, one of three di- 
rectors who will served a quar- 
ter of a century at that time, at the cen- 
tral regional convention held at Breezy 
Point, Pequot, Minn., last week. 

The 


have 


western regional convention 
opened Aug. 21 at Troutdale-in-the- 


Pines, Evergreen, Colo., and the east- 
ern regional scheduled for 
Aug. 28-30 at Niagara Falls, Canada. 

The 175 delegates adopted a resolu- 
tion to the directors with a 
“Chamberlain Month” after Mr. Cham- 
berlain, who 13 chairman of the exec- 
utive committee of the First National 
Bank of Minneapolis, had delivered an 
address of welcome as a representative 
of the board. Next April was selected 
because in that month Mr, Chamberlain 
will celebrate his 75th birthday as well 
as the completion of his 25th year of 
a to the Northwestern National 
lie, 


meeting is 


honor 


“Drafted” by Governor 


In introducing the speaker, President 
O. J. Arnold told how Mr. Chamberlain, 
with E. W. Decker, president of the 
Northwestern National Bank, and C. T. 
Jaffray, president of the “Soo” Railway, 
were “drafted” by Governor John A, 
Johnson of Minnesota in 1905 to en- 
deavor to place the then young and 
struggling company on a sound financial 
footing. These three have been mem- 
bers of the board continuously since that 
time. 


Responding to the address of wel- 
come, A. W. Crary, who heads the 
North Dakota agency, expressed his 
satisfaction with the progress that has 


been made by the company since 1907, 
when he first became connected with it. 
Today Mr. Crary’s agency has placed 
the company in a position of unques- 
tioned leadership in that state. 


Adaptable Investment Policy 


While the primary consideration in in- 
vesting the company’s funds is safety, 
and this is accomplished through a pro- 
gram of diversification, the program is 
temporarily modified from time to time 
to meet changing conditions or new de- 
velopments in the security markets, 
George C. Holmberg, treasurer of the 
company, declared in an address on “in- 
vestments.” Citing an example, Mr, 
Holmberg told how in 1928 the com- 
pany began to purchase more bonds of 
short maturity on the theory that in the 
light of conditions then existing a bet- 


ter opportunity to invest the funds 
would arise in a comparatively short 
time. 


“This temporary change of policy ap- 


pears to have been warranted in view 
of developments,” he said. “Bonds of 
equal quality which we were buying 


early in 1928 at yields as low as 4% 
percent have recently been and still are 
available and have been purchased by us 
(CONTINUED ON PAGE 17) 
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Hold Overflow 
Agency Meeting 


Columbus Mutual Forces Rally 
in Cleveland, Spurred by 69 
Percent Increase 


NEW AGENT’S BIG SCORE 


Dr. Rockwell, Burruss and Shultis Give 
Valuable Advice on Production 
Methods 


CLEVELAND, Aug. 22.—With at- 
tendance nearly double that of former 
years and a production record 69 per- 
cent ahead of last August, Columbus 
Mutual Life Agents from a dozen states 
began their annual convention here this 
week, ” 

Dr. Charles J. R6ckwell, William B. 
Burruss and Nelson L. Shultis are the 
leading convention speakers. Mr. Bur- 
russ brought to the meeting a personal 
exhibit—Wilbert Riddle of Maryland, 
who under direction of Mr. Burruss fol- 
lowed a six-interviews-a-day plan and in 
15 days produced $15,000 in paid for 
business, 

Three applications for $5,000 were ob- 
tained in 88 interviews during the 15 
days. The young man has never sold 
anything before in his life. 


Company Devised Plan 


The Columbus Mutual for some time 
has been making a campaign based on 
the six interviews a day plan. Mr. Bur- 
russ declared that any man who really 
wanted to succeed and who would get 
six interviews a day was certain to pro- 
duce $100,000 or more his first year. 

“If agents ‘feel insurance’ and think 
in terms of present dollar values, they 
simply can’t write $1,000 policies,” Mr. 
Burruss declared. “Many successful 
agents of today say it is not a case of 
‘selling insurance’ but of ‘finding out 
whether the prospect can get it,’” Mrs 
Burruss said. “Some agents because of 
their personality or acquaintance can 
pull stunts other agents would be ‘mur- 
dered’ for. 

“It doesn’t make much difference what 
conditions of weather or government ex- 
ist, the agent who is not really gaining 
is slipping. 

Something Surely Wrong 

“What is wrong with me?” ds a ques- 
tion which every unsuccessful agent 
should continually ask himself. Some- 
thing must be wrong or he would be 
hitting the bull’s eye regularly. The 
man who is being ‘detained’ should check 
up. His trouble is either mental or phys- 
ical, and if it is the latter he should 
have himself examined by an expert just 
as he would have to do with his car if 
it was out of order. 

“Have you sold yourself on your busi- 
ness and have you sold yourself to your- 
self?” Mr. Burruss asked. 


No Right to Apologize 


“You have no right to apologize for 
your business. If you haven't sold your- 
self on your business, send back your 
rate book. I know that is how Pop 
Brandon feels about it. Don’t present 
your facts and figures so fast the pros- 
pect cannot follow you. Jot down a fig- 
ure and see if he understands it. He 
may be a slow thinker where anything 
outside his own business is concerned. 

“Contradiction of a prospect is equiv- 
alent to calling his brain childish or idi- 
otic. Instead of crabbing over a loss, 
the smart agent extends congratulations 
to his prospect who has purchased from 
another.” 





Cigarette Taxes Alone 
Account for Sales’ Lack 





Somebody lies! Either the 
agent who cannot make money 
among prospects or the prospect 
who cannot find the money has not 
searched with sufficient diligence. 
For the tax figures for the fiscal 
year, just issued by the Internal 
Revenue Bureau, show that the 
federal tax on cigarettes—the tax 
alone and not the money spent 
on cigarettes—this year totals 
about 75 percent of the income 
from new life insurance sold in 
the year. That is, the tax on 
cigarettes is sufficient to account 
for money sufficient to have not 
far from doubled the amount of 
new paid for business. This is 
not a sermon against cigarettes or 
for tax revision, but it is a lesson 
in thrift, for the buying public 
that can put that amount of 
money in the federal till through 
the medium of the cigarette tax 
certainly should be able to find a 
few cents to avoid making out 
premium notes or to purchase that 
additional “five” or “ten.” 











fully prepared talk on “The Mutual Ad- 
vantages of Income Insurance. The edu- 
cator pointed out that most agents are 
like most other people, they do not com- 
prehend the difference between principal 
sum and income from it. “Talk income 
to everybody, especially the wealthy. 
You'll find many wealthy men who 
think of everything else but life insur- 
ance in terms of money.” He cited the 
case of one who had doubled his insur- 
ance when it was pointed out to him 
that his wife might have to readjust her 
whole scale of living if obliged to get 
along on the income his present insur- 
ance would furnish. “Ask a man how 
much income his family should have,” 
advised Dr. Rockwell. “When he tells 
you, talk as if you didn’t believe they 
would require so much. He'll declare 
they would. Then you propose a vol- 
ume of insurance sufficient to provide 
that amount of income he can’t say they 
won’t need that much because he him- 
self has admitted they would.” 


Urges Check of Interviews 


Dr. Rockwell advised careful check- 
ing over of interviews in order that 
the agent may discover his weaknesses. 
Chances are the majority of weaknesses 
will be found in two classifications, “an- 
swering objections” and “overlooking 
opportunities to close,” he said. 

“Learn what are your strong points 
and your weak,” he advised. “Build 
up your weak ones. The farm boy go- 
ing to the big city must learn to think 
in terms of bigger denominations. Many 
agents could boost their production con- 
siderably if they would learn the lesson 
driven home to the farm boy in his new 
environment. 

“On the other hand, agents who talk 
way beyond the buying powers of their 
prospects, who propose much more in- 
surance than they can possibly pay for, 
are in error, too. Don’t make it hope- 
less. 

Use Demonstration 


“If I were to write out a description 
of the method by which a shoe string is 
tied it would be awfully complicated, 
hard to make clear to the person of av- 
erage intelligence,” said Dr. Rockwell. 
“But if I show him how it’s done, he 
can catch on immediately. Insurance 
can be explained, but new agents should 
be shown. 

“Agents should remember that we can 
protect against the financial consequen- 
ces, both of death and living, so long 
that some one or some organization 
must take over the responsibility. With 
some prospects, prolonged life may be 
the sole need.” 


Use of Visualized Plan in 
Selling Life Insurance 





a new conception of life insurance as 
applied to human needs after listening 
to an address given by Prescott W. | 
Eames at their convention in Denver. 
Mr. Eames, assisted by R. K. Stockton, 
demonstrated what he terms the “Vis- 
ualized Interview” and the “Reverse Ap- 
proach.” With this system of selling 
Mr. Eames has averaged over an ap- 
plication per day for many months at 
a time, working both in large cities 
and small towns. He uses especially 
prepared and very much condensed il- 
lustrations, which he has had printed in 
two colors on fine paper. 

He simply fills in the information that 
he wishes his prospect to see, explaining 
points as he goes along. Seventeen dif- 
ferent forms, covering as many needs 
and special conditions, are contained in 
the pocket-size binder which he carries. 
Special rate sheets eliminate the use of 
the rate book.. 


Raised His Batting Average 


“Early in my 15 years of life insur- 
ance experience,” said Mr. Eames, “I 
began to realize that a large part of my 
energy was only wasted effort. It galled 
me to think how much unproductive 
time I was spending—that I had to call 
so many times to get one annlication. I 
tried every scheme I could think of or 
read about. The thing that started 
me on the right track was the discovery 
that everv time I supported my verbal 
argument with something for my pros- 
pect to see, my batting average took a 
jump. 

“Then I learned that some of the 
things I showed him seemed to have 
more effect than others; that certain 
sequences of argument seemed to pile 
up the effect in his mind. and lead to 
the dotted line—while others confused 








statement that everybody is a prospect, 
Dr. Rockwell declared prospects are 
really people concerning whom agents 
have obtained certain information. The 
information must be such as will help 
agents serve the prospects. 

“What are prospects’ chief interests? 
About what local points do their chief 
interests center?” Dr. Rockwell asked. 
“Answers to these questions will deter- 
mine how life insurance should be pre- 
sented to them.” 


Shultis Tells of Feat 


Nelson L. Shultis gave splendid talks 
on “Personal Development” and 
“Agency Development.” 

“Methods of some agents are as crude 
as the bridge player who trumps his 
partner’s ace,” Mr. Shultis said. He 
cited as, an instance of what can be ac- 
complished by directed effort two IIli- 
nois agents who wrote $90,000 and $80,- 
000 respectively in three weeks. The 
two agents were given an ovation. 

Mr. Shultis said he heard a great deal 
about the $250,000 goal but he wouldn’t 
stop in urging $250,000. Half a million 
was more appropriate, he said. 

During the last five months the Co- 
lumbus Mutual has been showing a gain 
of nearly 40 percent over 1928 produc- 
tion. 

W. B. Burruss Spoke 

At the conclusion of a characteristic- 
ally stirring address Wm. B. Burruss 
called for volunteers to pledge $100,000 
paid for business each in 100 days. 
“Here’s the pledge, $100,000 in 100 
days,” said Mr. Burruss. “Who wants 
in on it?” Fifty-eight men arose in an 
instant. “Your names, please,” said Mr. 
Burruss. “Now let’s just adjourn this 
meeting and go out and photograph this 








Dr. Charles J. Rockwell gave a care- 


In discussing the frequently heard 





The Colorado and Wyoming agents | and postponed action, I found that whe 
of the Mutual Life of New York have |! I had selected the most compelling sals 


arguments, and then had arranged thep 
in their most effective sequence so th 
prospect could see as well as hear then 
closing followed almost automatically 


Too Many Pockets Were Needed 


“I became an enthusiast over th 
visualized interview. At first I worke; 
out so many visual presentations thy 
my tailor had to build six extra pocket 
inside my coat to carry this collection, 
My wife said I looked like a walking 
filing cabinet. Then 
elimination set in. As_ experience 
proved that some types of visualize 
argument were better than others, | 
commenced stripping down my pack. |p 
place of the fat rate book, my veg 
pocket held only those figures mos 
needed, reduced photographically from 
typewritten copies. Next I selected the 
best of the lot—the proved presentation; 
—and put them into a conveniently in 


dexed, pocket size, loose-leaf binder, 
This was my first ‘Visualizer’.” 
Eye-Way Highway 

“The visualized interview is based 


upon the well-known fact that inform 
tion presented through the eyes is more 
meaningful and is remembered longer 
than that which passes only through the 
ears,” said Mr. Eames. “By making 
use of both of these avenues into the 
mind, the sales messages re-enforce each 
other, the prospect’s attention is per- 
manently held in focus, and his interest 
is maintained throughout the interview. 

“The best life insurance authorities 
agree that a life insurance contract, if 
written to carry out a certain definite 
plan, becomes in the true sense of the 
word, a bond. The Visualizer makes 
use of the word ‘bond,’ and gives these 
‘bonds’ suitable titles to distinguish the 
types of service which they render. The 
‘Protective Reserve Bond, ‘Educational 
Income Bond,’ ‘Mortgage Cancellation 
Bond,’ etc., are used to identify the 
specific needs filled by each policy. This 
in no wise affects the contract itself 
The name simply assists in translating 
the technical language of the policy int 
the everyday language of the buyer, and 
makes it easier to interest the man for 
whom the term ‘life insurance’ has los 
its appeal. 


New Conception of Life Insurance 


“The use of the Visualizer brings 10 
the prospect a new conception of wht 
life insurance, when separated from tts 
worn-out terminology, can mean. Be 
cause it emphasizes what life insurance 
can do rather than what it is, selling 
efforts are planted squarely upon the 
basis of human needs. Not only that, 
but interviews are arranged in advance 
in such a way that every move counts 
the material on the sheet carrying t 
interview over all the ‘thin places ™ 
selling.” 


Lincoln’s Conservation Leaders 


The six agents of the Lincoln \* 
tional Life whose production was 0M 4 
standard basis and who did not havt 
a single lapse so far of written business 
for the six months ending in April on 
which figures have just been compiled, 
are: Douglas, general aget! 
in Texas, who is a large personal pre 
ducer; L. J. Perkins, also a strong pe 
sonal producer of Texas; R. P. Prew! 
of Missouri, who ig a big producer 0 
business insurance; J. A. Sandham % 
Michigan, a general agent and a vetera" 
producer; A. P. Smith of Minnesota 


Vigor of Ohio. 
appears among the leaders of the wome? 





group.” 





agents of the company. 
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a comparative newcomer, and Mrs. M. a 
Mrs. Vigor frequently 
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. 6é ERE,” says Tom Wise, “is a policy which and to enjoy the years after retirement. Tom Wise 

$ to practically sells itself.” Tom Wise, who is mentions a client twenty-five years old who has just 
the guiding spirit of the Inter-Southern, has been dis- taken this policy. He will make the small monthly 
cussing the qualifications which make for success in the deposits of $26.80 and at the age of fifty-five will be- 
life insurance business. Now he is talking to a pros- gin to draw $100 a month for the rest of his life. 
pective agent, a man who believes he measures up to Y 4 
the standards of Tom Wise’s yardstick. Tom Wise Is it any wonder that an Inter-Southern representative 
tells him that the remarkable success of Inter-South- sold eighteen of these policies in North Carolina in a 

cd ‘ : > ; . oe om . 

ern salesmen is due, first of all, to the many desirable single month? And the remarkably liberal commis- 

& policies which the Inter-Southern has created. sions allowed by the Inter-Southern on 

. the Pension Annuity Policy make that a 
For instance, there is the Pension Annuity Policy great month for the North Carolina 
which provides for a life income to begin at 55, 60 or salesman. Any insurance man who is in- 

™ 65 years of age. Tom Wise draws a picture, in words, terested in knowing more of the advan- 

a of the promise this policy holds of comfort and happi- tages of this and other popular policies 

ve ness in old age, making men and women free to travel is invited to write to the Inter-Southern. 





; INTER-SOUTHERN LIFE INSURANCE CO. 


7 ' CAREY G. ARNETT, President HOME OFFICES, LOUISVILLE, KY. 


Insurance In Force Over One Hundred and Sixty Million Dollars 
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Difference of 


Opinion Seen 





Company Officials Give Their Views on the Desirability 
of Liberalizing the Investment Laws to Permit 
the Purchase of Common Stock 





There has been much interest taken 
in life insurance cireles as to the desira- 
bility of expanding the investment laws 
so that common stocks with a dividend 
record could be held as assets. There 
is difference of opinion as to such a 
move. Some claim that it would open 
the bars to investments that are not ap- 
propriate for life insurance companies. 
THE NATIONAL UNDERWRITER asked some 
of the company officials to give their 
Here are some replies: 


opinion. 
United Life & Accident 
R. J. Merrill, vice-president United 


Life & Accident, says: 

“You say that opinion is divided on 
the question whether life companies 
should be permitted to invest in com- 
mon stocks. I know that this is true 
because my own opinion is not only 
divided but_almost hopelessly confused. 

“No more interesting phenomenon has 
attracted the attention of the investing 
public than the increased regard during 
recent years for common stocks as in- 
vestments. All of us remember the dis- 
tinct shock which we received when it 
was first suggested that they were even 
respectable for anything but speculation 
or as more politely expressed, ‘business 
men’s investments.’ The possibility that 
they, or even their high-toned relatives, 
the preferred stocks, were worthy of 
consideration for the investment of trust 
funds just did not occur to anyone; 
certainly not in this conservative and 
hide-bound section of the country. 


Regarded as Highly Speculative 


“While as individuals we might in- 
dulge in the traffic in such questionable 
‘securities, moderately and temperately, 
of course, we did it surreptitiously and 
never bragged about it, all of us having 
in mind some respected and trusted citi- 
zen who had betrayed his sacred trust 
by ‘investing’ the funds left in his hands 
by a local religious or charitable institu- 
tion in these alluring but delusive and 
scandalous ‘securities.’ Moreover, the 
law, representing the combined and 
corporate judgment of the community, 
as all laws do, set the seal of its solemn 
disapproval on these bedraggled evi- 
dences of ownership, and decreed that 
they were not worthy for the investment 
of trust funds, savings banks, life com- 
panies and similar fiduciary institutions, 
although fire companies, having neither 
souls nor morals, might gamble with 
theirs with impunity. 

Opinion is Transformed 


“From this low estate with none so 
poor to do them reverence, by a trans- 
formation, dazzling and bewildering, the 
once lowly and despised common stock 
has become the object of almost passion- 
ate devotion. It seems that instead of 
being a device for the encouragement of 
speculation and other similar imiproprie- 
ties, it is the evidence of the underlying 
and everlasting financial stability of the 
country, representing the fundamental 
equities of our economic structure. 

“Investment in common stocks thus 
becomes almost a patriotic duty, evi- 
dencing the faith that is in us with re- 
spect to the future of our beloved coun- 
try. And it is profitable too, but that, 
of course, is another matter, for no one, 
not even the Sun Life, would sacrifice 
one jot or tittle of security for the sake 
of any increase in value, however fortu- 
nate and satisfying such may be. 

“One cannot but help wondering, 
however, if the present good repute of 
the common stock would be quite as 
much in evidence were it not for the 
surprising and continued performance of 
the stock market during almost the 





entire period of its reincarnation. And 
what if (this may be treason) the long 
delayed but probably sure recession in 
business should come, or if the income 
tax law should be repealed so that pres- 
ent holders would be willing to cash in 
some of their paper profits, or if earn- 
ings should resume their rightful place 
as a controlling element of value, any 
one of which would have a depressing 
effect on the stock market values of 
even some of the soundest issues? 


Effect of Too Conservative Policy 


“True, bonds, preferred stocks, com- 
mon stocks, prior preference stocks, 
classes A, B, and C, debentures, these 
are but names. The true values and ap- 
plicable permanence of income behind 
each make and continue its value. Farm 
mortgages do sometimes (too often) 
require transfer to the real estate item 
of our accounts, aye, and stay there 
until their welcome has been long out- 
lived. 

“A too conservative investment pro- 
gram depresses the earnings we need. 
We are constantly dodging the Scylla of 
an ultra conservative list and small in- 
come and no profits, paper or othérwise, 
and the Charybdis of larger income and 
the chance to see our holdings grow in 
value in each morning’s paper, by a more 
liberal program. There is a way to steer 
a safe course through these narrow 
seas, but does it permit the use of the 
common stock? Frankly, I do not know 
and until I do my vote is in the nega- 
tive.” 

Mutual Benefit Life 

Edward E. Rhodes, vice-president of 
the Mutual Benefit, says: 

“I would say that in my opinion the 
views expressed by the committee of the 
New York legislature, which made a 
searching investigation of the business 
of life companies in 1905-1906, are en- 
titled to great weight. That committee, 
generally referred to as the Armstrong 
committee, said: 

“*Investments in stocks should be pro- 
hibited. They are fundamentally objec- 
tionable, as the corporation, instead of 
holding a secured obligation, acquires a 
proprietary interest in another business, 
with rights subject to all indebtedness 
which may be created in the conduct of 
it and often direct liabilities as stock- 
holders. This interest must be nour- 
ished and supported. Instead of being 
a creditor with adequate security, to 
which upon default the corporation may 
resort, it assumes the responsibilities of 
proprietorship and must contribute from 
the accumulations provided by the pol- 
icyholders in order to sustain the enter- 
prise. If the stock holdings constitute 
a small minority the investment is at the 
mercy of administrators chosen by the 
majority stockholders. If the stock in- 
terest be a large one, it is frequently 
found advisable to increase it until a 
substantial control is effected, and the 
insurance corporation is not only en- 
gaged in a different enterprise, but di- 
rectly undertakes its management. Such 
relations afford ready opportunities to 
conceal irregular transactions and to 
hide the malversation of funds.” 


Montana Life 


President H. R. Cunningham of the 
Montana Life says: 

“Let me briefly give you my views in 
the matter, which may be biased some- 
what in view of the fact that it has been 
5 years since I[ have personally pur- 
chased a share of stock listed on the 
market. I do believe that the invest- 
ment laws should provide an outlet for 
funds through the purchase of preferred 





Shelton Saufley Joins 
the List of Immortals 


LOUISVILLE, KY., Aug. 22. 
—Shelton M. Saufley, former in- 
surance commissioner of Ken- 
tucky, who a few weeks ago 
joined the Inter Southern Life of 
Louisville, handling some special 
work, joined the famous hole in 
one club, in which all golfers de- 
sire membership, Aug. 15, when he 
got an ace on the No. 7 hole at 
Cherokee Municipal Links, while 
playing in the Inter Southern’s 
Golf Tournament. He is a mem- 
ber of the Richmond, Ky., Coun- 
try Club, where his home is lo- 
cated. 











(where this provision is not granted) 
and perhaps common stocks which have 
paid substantial and regular dividends 
for a period of not less than five years 
to the date of purchase, provided there 
is no prior lien in the form of preferred 
stocks. In other words, where the com- 
mon stock—so to speak—is the preferred 
it might be well to give an outlet for 
investment to a reasonable extent. And 
I would put that limitation at not more 
than ten per cent of the company’s as- 
sets, and in no case more than five per 
cent of the common stock of the cor- 
poration subject to the dividend require- 
ments. Furthermore, I do not believe 
that the investment laws should permit 
in any manner, shape or form, the in- 
vestment of life insurance funds in bank 
stocks or insurance stocks of any class, 
particularly competing life companies 
organized in the United States or else- 
where.” 
Surety Life of Chicago 


President .O. W. Johnson of 
Security Life of Chicago says: 

“I think it entirely proper and accord- 
ing to the trend of the times for life in- 
surance companies to invest a limited 
amount of funds in the common stocks 
of standard dividend paying issues.” 

President Arthur E. Childs of 
Columbian National Life says: 

“Your letter touches on a most im- 
portant problem of life insurance com- 
panies. The decision to permit life in- 
surance companies to invest in common 
stocks, if adopted by the various states, 
will, I think, have a marked effect on 
the future of life insurance companies, 
either for good or for evil. I am one 
of those who believe that ‘safety first’ 
is of prime importance and much more 
so than any temporary profits which may 
be gained by investing in common 
stocks. Of course there is a great deal 
to be said in favor of permitting life 
insurance companies to invest a portion 
of their funds in common stocks and 
we will probably see permission given 
to life insurance companies to so invest. 

“In the second paragraph of your let- 
ter you suggest that certain bills might 
be ‘introduced providing for as much as 
10 percent of the companies’ assets be 
invested, in a corporation which has 
been paying dividends over a period 
of over five years. Personally, I think 
a much better rule would be that no 
company should be permitted to invest 
more than its free surplus in common 
stocks, so that in the event of a large 
shrinkage in common stock values, the 
company will not be impaired. 

“The present statutes covering invest- 
ments by life companies, especially in 
this part of the union, are quite re- 
stricted and, I believe, wisely so, but 
the time has come when a slight modi- 
fication will probably be made to permit 
the companies to enjoy in some small 
way the future prosperity of the country 
as represented by common stocks, but 
safeguard those investments, so that in 
case the country ran into a period of 
hard times the shrinkage of values would 
not impair the solvency of any given 


the 
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stocks, debentures secured by collateral 





company.” 


Odd State Law 4 
Induces Chaos 


Peculiarity of Colorado Corpora. 
tion Statute Criticised by 
Insurance Men 


NO CONTROL OVER TITLES 


Mushroom Growth of Companies Sel. 
ing Stocks and Bonds, But No In. 
surance, Results 


Peculiarities of the Colorado corpor. 
tion law, which does not attempt to 
regulate the title that a company uses 
has led to a mushroom growth of con- 
panies which at present have nothing to 
do with insurance, but which on the 
financial sinews obtained through sak 
of bonds and stocks in holding con. 
panies some day hope to become car. 
riers. 

Eventually when all necessary funds 
have been subscribed through this un- 
usua! method, either new insurance com- 
panies will be formed or the original 
noninsurance companies will alter their 
titles so as to become carriers in fact 
This is said to be the latest method of 
forming a carrier on a “shoestring.” 

Odd Provision of Law 

As a result of the odd law which 
would, it is said, permit a company to 
sell dry goods under the title of “Blank 
Insurance Company,” investors have be- 
come confused and bona fide carriers in 
Colorado have been injured to some ex- 


tent, according to some authorities in 
the business. The situation is particu 
larly serious at present because a nun- 


ber of companies have been formed with 
titles that indicate they are insurance 
companies, but which actually are sell- 
ing nothing but stocks and bonds. Ac 
cording to insurance men, these stocks 
and bonds are not in fact the obligations 
of an insurance company, nor could they 
ever be, but only of the holding com- 
panies, no matter what significance 
might apparently attach to the titles 
Refuse Nebraska Permit 


Acting Commissioner Kizer, head 0! 
the state bureau of securities 
Nebraska, recently in refusing permit to 
the Paramount Life of Denver to sell 
stocks and bonds, pointed out dangers 


in this method of organization, two 
reasons being no-par and_ nonvoting 
stock. In the case of the Paramount 


Life a 20 percent commission for sal 
of these securities was the practice, 
which was against the Nebraska laws 
maximum of 10 percent. 

It was said that Colorado has no “blue 
sky” laws, but word comes from Cole 
rado that this statement is not correct 


Present Law Approved 


Recently the Colorado legislat ure con 
sidered the entire subject of a “blue 
sky” law, having before it a propos# 
for complete rewriting of this sectio 
However, the legislature left in forte 


the old provision which does not giv 
discretionary power to any state offic 
in approving securities, but has insteat 
certain statutory limitations. It is Sal 


that many persons consider C lorado’s 
law the best in the Union, decane © 

takes away from individuals the pow 
to decide what securities may ‘be sol 
in the state. 

A dozen or more companies are Dt 









ing organized in Colorado under a plat 


These other companies are not 





(CONTINUED ON PAGE 17) 
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pore cA Few Policy 
by Contracts 


Endowment at Age Sixty-Five. 


Underwriting 
Facilities 


Participating Life Insurance. 


20 Payment ' Non-Participating Life Insurance. 
TLES Continuous Premiums . Annuities — immediate and de- 
Multiple Option (Coupon Policy). ferred. 


Central Life Select Risk Ordinary 
s Sell Life 

o In. Modified Ordinary Life. 

Modified Term Expectancy 


All Non-Participating policies par- 
ticipate when paid-up. 
A broad selection of policy con- 





Continuous Monthly Instalment tracts. 
Juvenile Twenty Pay Endowment Policy contracts free from restric- 
orpora- at Age Eighty-five. tions. 
npt to Juvenile Endowments maturing at Policy contracts free from techni- 
> a any specified ages between six- calities. 


Cash value available at the end of 
second year. 


teen and twenty-one. 
Five Year Term with Automatic 


on. the a ney Life. Automatic premium loan privilege 
h sak Al agie: Ciey Same wee keeps business in force. 


al in addition to above special Juvenile policies. 
le Car- pan. ( E N ] R A L Issued from birth. 


y Full benefits at age five. 


funds Settlement options unbeatable. 
es Location ; IN [ RA N Age limits one day to sixty-five. 


riginal Non-Medical business up to three 


r their The Home Office of the Central thousand dollars. 

n fact Life is located in the Central Life C O M p A N : Excess interest paid on funds left 
hod ai Building at 720 North Michigan with the company. 

Avenue, Chicago, occupying five 


floors of a sixteen story building 
which owned without incumbrance by — 


f com- 
hing to 





‘Bie ° the Company. 

a Our Central location enables us . 

ay to serve promptly all territories. €: H I C A G O Age ncy Contract 
ae ian * Liberal First Year Commissions. 


Non-Forfeitable renewals. 
All contracts direct with company. 


1um- . . 
1 with Affiliations 4 & & Home Office Agency. 


arance Service Department. 
P = OUR PROGRESSIVENESS is 

he manifested through our active par- . 

ae ticipation with co-operative groups ALFRED MAc ARTHUR *, President ~ 

1 they interested in the modern trend of 

com- Life Insurance. The Company or 


—_ its officers are members of the R. E. IRISH 7 7 7 Vice President You Can Meet Com- 
following: petition With These 


Life Presidents’ Association 


ad of Life Insurance Sales Research Strong Contracts 
s oat B ° . 
se HE Central Life Insurance Company is 


—e Life Agency Officers Association Special Select Risk 
ngers American Life Convention agency-minded. Aggressive field trained Ordinary Life Non-Participating 
two a. Medical Section Rate Age 35—19.71 
oting b. Legal Section ; executives with years of actual experience Modified Term Expectancy 
nourt c. Office Management Section ’ : p Rate Age 35—14.03 
sal American Institute of Actuaries behind them direct this twenty-two-year-old A. qpedal 31 your term policy with 
few’ Actuarial Society of America ae" cash, loan, paid-up and extended 
~ = of Life Underwriters organization. insurance values, conversion priv- 
“ble life a Methods Association : : elege without examination within 
se me Seas Daaaagenant The remarkable strides in growth taken by 26 years. 
rect Association 
this Old Line Legal Reserve Company are 
con a s — Vv 
“plu “tab attributed largely to the harmony existing 
_ Clubs and Contests 
tie between the Home Office and the field. Educational 
ae The One Hundred Th d 
give ousan 
ficial Dollar Club—the Aristocracy of D epart ment 
the Central Life. A th h ini f 
- The Marathon Club—The App- ds 2d 2 a 
: it a-Week Producers of the Com- G “s : 
4 - - roup meetings held at intervals 
owef pany. The Company believes in : . 
tt tea at the various Agencies. 
sob asional Contests so arranged Definite training for Agency M 
that large and small producers ii tite tee tae 
+ be alike can win. — 
































THE NATIONAL UNDERWRITER 


August 23, 19% 


—. 





— 









———————————————— 
YINOLINOL VOLVO NO NNO NOVO VOLVO NOL VOLVO Or O/C VOL INe 


UN OL NNO NNO WVO/ NOL O/C NAO HN 

















DEACON NCSC WOO O/ NVO/ W/O 1.8) 1 FE 


TOTO TOO OOOO 


Vi fai @\Tevivay OORT 







EO OOO OO 


WOAWNCA NOVO S/O NOs) 










NGA NOA 1) 






WAAC 









NaS JE JE 






















New York Life 


- Directors 







The success of any Company is primarily a matter of 


management—that is, of MEN. Following is a 
list of Directors, New York Life Insurance 
Company, the most recently elected 
being Calvin Coolidge: 


LAWRENCE F. ABBOTT..... Director Valentine & Co. 
ET i, SEE acca dens cdsaednvacaces Manufacturer 
NATHANIEL F. AYER........... pbaieddawieeae Textiles 
CORNELIUS N. BLISS......... Commission Dry Goods 
MORTIMER N. BUCKNER —— = 
Tee BO, BOC ees cc cccccvcscccss Vice-President 
{ Pres’t Columbia Uni- 
NICHOLAS MURRAY BUTLER ? versity 
CALVIN COOLIDGE { Former ee hy the United 
GEORGE B. CORTELYOU. .Pres’t Consolidated Gas Co. 
WALTER W. HEAD...... Pres’t State Bank of Chicago . 
CHARLES D. HILLES.............- Insurance Manager 
ALBA B. JOHNSON.......... Retired, Philadelphia, Pa. 
PERCY H. JOHNSTON Pres’t Chemical Bank & 
Trust Co. 

Chairman Advisory Board, Irving 
WILLARD V. KING ; ames ag 
pe 3 A 6 OR 5 a ee President 
RICHARD I. MANNING. Farmer, Columbia, So. Carolina 
ee Lawyer 
GERRISH H. MILLIKEN...... Deering, Milliken & Co. 


FRANK PRESBREY...Frank Presbrey Co., Advertising 
JOHN J. PULLEYN.Pres’t Emigrant Ind. Savings Bank 


FLEMING H. REVELL ‘jmeneaes M, Bovdl Co., Pub- 


Chairman of Executive 

GEORGE M. REYNOLDS Jaois Bank 7. 
Chicago 

HIRAM R. STEELE. .Steele, DeFriese & Steele, Lawyers 

JESSE ISIDORE STRAUS. Pres’t R. H. Macy & Co., Inc. 


RIDLEY WATTS..... | Ridley Watts & Co. Dry Goods 








NEW YORK LIFE INSURANCE COMPANY 


MADISON SQUARE, NEW YORK, N. Y. 
DARWIN P. KINGSLEY. . . . President 
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Associations Fail to Take 
Advantage of Opportunity 





NO NOMINATIONS ARE FILED 





Chicago Underwriters Only Group to 
Name Choice for President of 
National Body 


BOSTON, Aug. 22.—Up to date but 
one life association has filed with the 
advisory committee of the National As- 
sociation of Life Underwriters its nom- 
ination for the official slate to be voted 
upon at the annual meeting at Wash- 
ington in September. 

Lloyd K. Allan of Boston, chairman, 
committee, reports that the Chicago as- 
sociation is the only one that has com- 
plied with the rule adopted at the last 
convention that nominations should be 
filed with the committee before the 
meeting. 


Whatley Strong Contender 





The Chicago association has filed for 
president the name of S. T. Whatley, 
vice-president of the National associa- 
tion and manager at Chicago for the 
Aetna Life. He is considered a partic- 
ularly strong candidate and a canvass 
of association members here in New 
England shows that he will receive 
strong endorsement from this section. 

Several individuals have submitted 
names for the presidency, among them 
being the name of C. C. Day, present 
first vice-president and a leading life 
insurance man at Oklahoma City. Mr. 
Day appears to be strong in certain sec- 
tions and many letters endorsing him 
have been received by the committee. 

Mr. Allen said that up to date no 
names had been submitted for other of- 
fices. He feels that this is a mistake 
and that associations and individuals 
should take steps to suggest to the ad- 
visory committee names for various 
other offices aside from president. This 
he said was important, and he hoped 
that sufficient publicity might be given 
in this matter so that a number of 
names would be sent in. 

The advisory committee will not hold 
a meeting until just before the Wash- 
ington meeting, when it will make up 
the slate of officers to submit to the 
regular nominating committee. 

Mr. Allen left Boston Aug. 18 for his 
vacation, which he will spend at his old 
home town, Deer Isle, Me., on his 40- 
acre estate. He will return to Boston 
after Labor day. 


Buying Occupations Are 
Listed by the Lincoln Life 


The Lincoln National Life has made a 
list of the occupations of buyers of in- 
surance policies of $10,000 and larger in 
June, and has suggested this list to its 
agents as pointers to fields where large 
size policies may be written. The list 
included 33 salesmen, 22 merchants, 17 
office managers, 15 factory owners, 11 
contractors, 10 bankers, nine superin- 
tendents and foremen, eight doctors and 
professional men, eight clergymen and 
teachers, six managers of garages and 
warehouses, five hotel managers, four 
editors and publishers, four lawyers and 
judges, four wholesale dealers. In ad- 
dition there were a considerabel number 
of vocations which included three or less 
comprising aviators, florists, electroplat- 
ers, electricians, motormen, undertakers, 
veterinaries, abstractors, dry cleaners 
and others. This is at least a good 
prospecting tip because others of the 
same vocation might be good prospects 
for big policies. 


The Gibraltar Life & Accident Under- 
writing Company, and the Gibraltar Life 
& Accident, 702 Patterson  buildine, 
Denver, have been incorporated by N. E. 
Heidman, S. Lester Guinn and N. B. 
McBroom. The capitalization of each is 





ee, 


Taxes Claim Nearly 
One-Fourth of Estate 


Litigation over the payment of 
federal and state inheritance taxes 
on the $13,000,000 estate of Paul 
Brown, St. Louis capitalist and 
broker, has been settled and the 
estate will pay $3,131,417 in such 
taxes, of which the federal gov- 
ernment will receive $1,739,685 and 
the state $1,391,732. Mr. Brown 
died on Nov. 17, 1927. The tax | 
to the state is the largest of its 
kind ever collected in Missouri. 


Whatley’s Talk on 
Enthusiasm’s Value 














S. T. Whatley, Chicago manager oj 
the Aetna Life, spoke at the agency 
convention of the Continental Life oj 
St. Louis held in Chicago this week on 
“Enthusiasm.” He said: “The life in 
surance man of today must be an op- 
timist. If you do not love your busi- 
ness take stock of yourself and either 
learn to love your company and its busi- 
ness or get out.” He said: “More life 
insurance has been sold on enthusiasm 
than all the statistics in the world. Take 
time to study the history of your conm- 
pany and the men behind it. You will 
find real romance there in its building 
up and development. In talking to your 
prospect try to put yourself on the 
other side of the table. Put yourseli 
in his shoes. Sell to the other man 
what you would buy yourself under sim- 
ilar circumstances. Do not be drawn 
into an argument. Many an argument 
won is a sale lost. By all means sup- 
port your local life underwriters asso- 
ciation. Statistics show that only 10 
percent of the agents today are men- 
bers of the underwriters associations, 
yet this 10 percent produced 85 percent 
of the business that was produced in the 
United States last year.” 

Mr. Whatley made a striking com- 
parison between the life insurance man 
and the doctor and the dentist. He first 
pointed out that the doctor and dentist 
must spend years in education and 
building up a practice. They cannot go 
out and get their business. They must 
sit back and wait for it to come to them. 
All this time the life insurance man has 
been building his business. Take the 
situation if it should occur where the 
doctor would have to move to another 
city. He would have to start afresh. 
He could not move his clients with him, 
he could not move his practice or his 
income with him. All that would stop. 
Thus if the life insurance man were to 
move to another city he would first ot 
all take his renewals with him auto- 
matically and thus assure himself of aa 
income. ‘He could immediately start out 
and look for new clients and prospects 
in his new city and in rather short 
order have his business going again. 


Westermann Appointed 
Instructor of Agents 





Clayton J. Westermann has been a> 
pointed agency instructor of the Equi 
able Life of New York in the depatt 
ment of training under the direction 
Second Vice-President A. G. Bordet 
His primary duties will be to instruct 
and help the agency force in specialized 
selling. He is a graduate of Yale am 
is a lawyer. He is a member of the 
bar at Pittsburgh. For a number o 
years he has been connected with the 
Pittsburgh agency, being a personal pre 
ducer and assistant manager. He has 
instructed agents in the Edward A. 
Woods’ School and qualified for th 
degree of chartered life underwriter w" 


writers. 








$250,000. 










the American College of Life Under J 
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B Provident L. & A. Forces Guardian Life Honor 
Hold Canadian Meeting Men Are Announced 
tate a 
it of TRIP TO NIAGARA FALLS/|GIVE ROLE OF MILLIONAIRES 
axes 
a Superintendent Foster of Ontario Wel-| Leading Producers for Club Year Are 
the comes Contingent in Large Home Presented at the Big Convention 
me Office, Party Attends in Colorado 
and 
yo After three enjoyable and profitable ESTES PARK, COLO., Aug. 22.— 
F its | fe cays in Toronto attending the 1929 con- The announcement of the company’s 
ri vention, with a sightseeing trip to Ni-| leaders in paid-production for the club 
‘ agara Falls, star producers forming the | year ending July 31, featured the open- 
——— & Provident Club and Maclellan Circle of | ing session of the Guardian Life’s field 
the Provident Life & Accident, Chatta- | men’s convention here today following 
nooga, Tenn., have returned to where] an address of welcome by President 
tue they operate. ; . Carl Heye. Superintendent of Agencies 
The program included business ses-| James A. McClain announced the order 
sions the first day and half the second | of finish of the leading producers for 
ger of fy “ay the third being devoted to a steamer | 1923-29 and the award of club sonors. 
agency Me mp, across Lake Ontario to Niagara | 7 hree Guardian producers finished in 
} Falls. - —T — ‘tal the million dollar class. Donald Russell 
ok ae As an evidence of Canadian hospita -| of the New York (McNamara) agency 
ife ine A” Superintendent R. Leighton Foster | jed the field in production. Saul Korn- 
ite m- & of Ontario and T. G. McConkey, gen-| reich of New York (Landau) ranked 
an OP HM cral manager of the Canada Life, ap-| second with Chrales K. Brust of Los 
bes peared at the Provident gathering and | Angeles, third. A. W. Fatter of Greens- 
or gave the visiting Americans a cordial] poro. N. C., finished fourth with a pro- 
rh. 4 welcome. duction just short of the million dollar 
ws a sau mark. Membership in the inner sanc- 
Take The home office partv was headed by| tum, the Guardian's Honor Club for 
- com. fe President Robert J. Maclellan and in-| producers of $500,000 or more, was 45 
a wil cluded Vice-Presidents J. W . Kirksey, percent greater than that of the preced- 
idies Paul M. Ray and Harry ©. ¢ onley; L. | ing year and 129 percent more than two 
» me N. W ebb, assistant vice-president, John | years ago. Inner circle membership— 
a J. Kennedy, assistant manager, Calvert producers of a quarter million or more— 
weal F, Stein, secretary-actuary, and Raleigh shows a 63 percent increas« over the 
aa Crumbliss, advertising manager. preceding year. 
a Thurman W. Payne of Chattanooga a e 
Fen was elected president of the Provident ‘ 
ae Club and vice-presidents were chosen Surprise Feature How about 18 perfect holes of golf, an invigorating 
for the four departments as follows: ° . 
St? REC. F. Dicken, West Virginia, life depart- of Annual Cruise plunge into the salty surf, a wonderful dinner, then a 
ty 10 ment: O. F. Kilbourn, Virginia, group =e soothing cigar while you rest luxuriously in one of those 
; and pay order department; R. A. Phil- : . 
mem  jips, Florida, personal accident and| Telegraph and wireless will enable the friendly armchairs before the beautiful Italian fireplace 
Hons & health department, and L. K. Perry, | Lamar Life field force to compliment in the lounge of the Edgewater Gulf Hotel at Biloxi 
rcent @ Kentucky, railroad department. Horatio S. Weston, president, with a Mecieoaes & & , 
in the In accordance with the company’s cus- | surprise birthday dinner aboard the Mississippi ? 
al tom of having every other convention | “South American” in Canadian waters, 
m at the home office, next year’s meet- | Georgian Bay, on Aug. 26. : ‘ ‘ 
man #@ ing will be at Chattanooga. The birthday cake vill be decorated, American Central Field Club members have this 
des ; TT not with candles, but with miniature ecstatic treat in store as a reward for twelve months of 
cat Sun Life Reorganizes in England pennants beariny the names of all agents d , f d : d 
— MONTREAL, CAN Aug. 22.— who qualified in the post-contest of early noteworthy production of good new insurance and con- 
of GY EE Changes in the Sun Life’s organization | August in producing special business sistent renewal of older business. For Field Club mem- 
+ ne in Great Britain were announced by | a5 a compliment to him. Late returns bership is the accolade, the chief distinction which the 
» hes P. W. Ward, superintendent of agen- | Will go forward in special messages so . : ; 
the IE “ies at a recent conference with Brit- | all agents may be represented in the Company confers upon its most loyal and conscientious 
. the sh repre sentatives at Manchester. They demonstration. representatives. 
other will be effective next Jan. 1. The Lon- Sailed Saturday 
resh. ~ cag _ = eit era of = President Weston sailed Saturday CPEZDGCXW5 
him, hoo “gi _ es hoy a ong _ with the Lamar Life convention party sa 
> hs ce of issue, writing policies for the , 1. hon Clie ©. Wate 
Fra British Isles, which heretofore has been | © oe —— Bante pe J } hy A , C 
St0P. BB done from Montreal. general manager, is in charge. Last ust one of the many reasons why American Central 
op J. F. Junkin, general manager for the | Yet @ surprise birthday dinner was given representatives are happy and successful 
no United Kingdom, H. B. Higginbotham, | President Weston aboard the “Atenas” y ? 
buto- supervisor of agencies and J. A. D Mc. | while crossing the Yucutan channel on 
deer Bain, manager for “Scotland, ‘ell ¢e- the return voyage from the Caribbean 
how tire. H. O. Leach, superintendent of | cruise. But no business candles ap- 
owe agencies for United States, will become | peared. This year all agents who wrote 
hort British manager, and J. A. Miller and | business up to date of sailing will be 
. W. G. Mckintosh, now at head office, | represented by pennants on the cake 
will become resident actuary and in- | whether they qualified for the floating 
spector of agencies, respectively, at the | convention or not. Winners of the 10 AMERIC 
ondon office. cash prizes of the August contest will 
nts - a be announced at the birthday dinner. INSURANC 
Join Helping Hand Club Lasts Seven Days — 
ap nr x agents of oe Seen Na- The cruise this year will last seven 
yuit- the 1929 P sea tl . “EH a ae *i days. Four meetings are scheduled, on 
art Club.” Fact PP ~ ma. ‘ <4 ‘enon Lake Michigan, Georgian Bay, Lake 
1 of the instrument of om Py. pooh po hea Huron and Lake Erie. Members will 
den. other agente writhhies ed fold st I Paro spend a day at Niagara Falls and will 
ruct National Life fell mts © legen tng visit Buffalo, Detroit, Cleveland, Parry 
ized tives of t] sciunen 1 ok an Ghee “| Sound and Mackinac Island. This year 
and a a trai r fj Nd f f “ og _ cen 80 trips were won by producers, almost 
the and general ; nor a ae managers | twice as many as last year. Other 
: ul agents, because each of the , 
ot members have, by virtue of thei | agents were allowed to pay their own 
ss : tue of their mem P + a 
the ership, demonstrated that they are able | ¥2Y and part of the home office staff is 
has to recruit and stimulate men. — sini on the cruise. 
as 
A. ua of July 31, the Lineoln National Harry E. Keefrider, one of the leading 
the insur id on deposit with the Indiana | agents of the Harper agency of the 
vith an noe da partment $47,979,332, which | Aetna Life in Philadelphia, who lost his 
jer- required a. “ n $886,000 in excess of the — in a he one bi is a aoe (te. 6 de Serta 
tion with th. pd reserves in connec- Da . oe - : s mimiss ner © Jpper ve. 
law ndiana compulsory deposit arby wnship on the slate of the Re 
' publican league. 



























12 





THE 





NATIONAL 


UNDERWRITER 





August 23, 19) 


— 











Nueske Flays 
Company Foes 


Old Colony President Criticizes 
Illinois Department and “Sharp- 
shooting” Brokers 





CLAIMS INFLUENCE USED 


Officer Issues Warning to Stockholders 
Pending Decision in Insolvency 
Litigation 


Charge that the Illinois department 
has been “greatly influenced” by bro- 
kers and speculators in shaping its atti- 
tude against the Old Colony Life and 
seeking to have it declared insolvent 
were made this week by C. R. Nueske, 
president of the company, in an open 
letter to all stockholders. 


Mr. Nueske declared his conviction 
that on the basis of showings made 
before Max M. Korshak, master in 


chancery, in a series of hearings in the 
state’s petition for liquidation based on 
the charge that the company was ap- 
proximately $400,000 in the red, instead 
the company has a surplus over and 
above all policies, general and capital 
stock liabilities, of $1,262,508 without 
counting as assets the following items: 


Ignores Some “Assets” 


Claims against agents, furniture and 
equipment and the market value of the 
company’s $35,000,000 insurance in 
force. Mr. Nueske placed the value of 
this insurance at $700,000 and he said 
it could be sold at that figure to other 
companies. 

Much of the Old Colony president's 
statement was directed against A. L. 
Sarran, a broker, who it was said had 
played a prominent part in the effort to 
ruin the Old Colony. Mr. Nueske re- 
ferred to two letters alleged to have 
been sent by Sarran on letterheads of 
the “Insurance Service Bureau,” which 
Mr. Nueske said, is a fictitious company, 
“used by Sarran solely to impress stock- 
holders that there is something back of 
him. 

“He, like many other brokers and 
promoters, upon learning of the contro- 
versy between the Illinois department 
and this company over the valuation of 
certain real estate owned by the Old 
Colony, took advantage of this situation 
in an effort to acquire stock at the most 
unreasonably low price of $7.50 to $10 
per share for resale at a much higher 
figure,” President Nueske said. 


Nueske Charges Fraud 


“In order to acquire this stock these 
brokers are making false and fraudulept 
representations to stockholders concern- 
ing the past and present operations of 
this company and certain of its officers.” 

President Nueske declared that while 
the company’s stock is of $10 par value, 
facts disclosed in the hearings held re- 
cently fix the value between $50 and 
$100 a share. He urged that stockhold- 
ers retain their stock and that if they 
have given proxies to any one they 
should immediately ask for their return. 

“It is to be regretted that the insur- 
ance department did not permit us in a 
regular hearing to prove up on our 
values without court proceedings, as we 
could have submitted to the department 
the same evidence which we presented 
to the court,” President Nueske wrote. 
“Such company hearings are an estab- 
lished part of insurance department 
practice ever since the department has 
been created by the legislature. Brokers 
and speculators would come and tell us 





| Would Pay Tribute 











P. G. DALLWIG 


A building at the 1933 Chicago 
World’s Fair dedicated to the institu- 
tion of life insurance has been suggested 
by P. G. Dallwig of the Darby A. Day 
agency of the Union Central Life in 
Chicago. Mr. Dallwig is also head of 
the organization that bears his name, 
that publishes life insurance policy and 
commission records. Mr. Dallwig said 
that he hopes the National Association 
of Life Underwriters will not overlook 
the excellent advertising opportunity of 
presenting the great institution of life 
insurance to the world at the coming 
fair. He suggests that 200,000 life in- 
surance men contribute $5 each and 
make a $1,000,000 building possible. 

His idea is to have the building in 
the form of a great monument repre- 
senting a colossal human figure tower- 
ing 300 feet in the air and spreading an 
arm of protection over all humanity. 
His plan also calls for beautiful foun- 
tains at the base representing the count- 
less thousands contributing small sums 
of their earnings to the institution’s sup- 
port, who in turn by reason of their 
contributions are basking in the shelter 
of its great protective arms. Four fig- 
ures placed at the four corners repre- 
senting co-operative thrift, conservation, 








protection and philanthropy are also 
suggested. 

of hearings and conferences had by 
them with the insurance department 


concerning our company, but the com- 
pany itself was granted no hearing. 


Received Curt Demand 


“The facts are that after examina- 
tions of the company and brokers’ hear- 
ings, as aforesaid, continuing practically 
for eight months, with rumors that we 
may be impaired anywhere from $300,- 
000 to $500,000, we were finally actually 
furnished with a _ typewritten, signed 
statement of our alleged condition and 
bluntly told to make up an alleged im- 
pairment of nearly half a million dollars 
within 17 days or be liquidated. This 
alleged impairment was based solely 
upon the difference in the valuation 
placed upon the company’s real estate 
by the company and by the insurance 
department. 

“It would appear that the insurance 
department in its hearings and confer- 
ences with brokers and speculators has 
in the course of time become greatly 
influenced by them in its attitude 
against the company. The brokers and 
speculators desiring to gain control of 
the company for next to nothing in the 
way of price, would naturally bear down 
on the different values of the company. 

“IT have met some of these brokers 








(CONTINUED ON PAGE 25) 
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Equitable July Campaign 
Was Striking Experiment 





second largest month of all time. 


unusual one from the outset, in that 
there was no cash or allotment goal. 
The only purpose of the month’s drive 
was to eliminate the bogy of summer de- 
pression and the only quota set was a 
measure of activity, results being left 
to come of their own accord. Agency 
Vice-President Frank L. Jones and Vice- 
President W. W. Klingman, both for- 
merly active field men, saw the possi- 
bility of applying to the entire field the 
practice of their own field units, that of 
keeping summer allotments up to par 
and not discounting them for an ex- 
pected depression. Mr. Jones in In- 
dianapolis and Mr. Klingman in Minne- 
apolis, had never taken summer into 
consideration as a sales factor and as a 
result had maintained their sales 
through the mid-year months at the an- 
nual pace. 


No Goal Except Work 


In order to accomplish the desired 
end, these officials did not ask or de- 
mand anything of their field organiza- 
tion, but rather cited their own recent 
experience and suggested that every 
man in the company undertake to ex- 
periment on his own accord in the mat- 
ter of application—work. To do this a 
basic number of calls was suggested, not 
as meaning anything in particular, but 
this being the 70th anniversary year of 
the company and three calls a business 
day being a fair degree of persistent 
work, the number of 70 interviews was 
suggested. Every agent was urged to 
make arrangements for at least this 
many interviews and then see if the re- 
sults would not measure accordingly. 
For, though many would be gone on va- 
cations, many more would be at home 
and monev would be plentiful generally 
speaking. 

Had Record Summer Month 


The agency force undertook the cam- 
paign earnestly and the results meas- 
ured up to expectations. The final to- 
tals on July business showed over $120,- 
000,000 on new business mailed into the 
home office, this being $28,000,000 more 


than last July and the second best 
month, year round, in the history of 
the company. There were 5,000 more 


applications presented than last July, 
showing that this intensified effort was 
productive of results and the additional 
calls made by the agents on the basis 
of sales expectancy were entirely worth 
while. Not only did the 
bring those definite results in July, 
the first half of August, with no spe- 
cial campaign under way, has shown a 
continuation of these results, probably 
because many men, seeing that sales are 
measured by work year round, have 
adopted the interview quota plan for 
permanently increased sales. During 
the first half of August, written busi- 
ness was $7,000,000 ahead of last Au- 
gust. Results in paid business cannot 
be measured, as the paid for totals will 
accumulate during the next 60 days and 
probably the September total will more 
nearly reflect this month’s efforts than 
any other month. 


Excellent Results Shown 
The agency reports have not been 


tabulated as yet, so that there is no 
actual picture of the accomplishment 








throughout the country. The work can 
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NEW YORK, Aug. 22.—For the first time on record, an actug 
experiment of a counter-campaign against summer depression on; 
large scale has been made, with results more than gratifying anj 
showing that elimination of the bogy within the salesman’s mind j 
the basic element to summer sales. The experiment was that carrie 
on by the Equitable Life of New York and the results combined ty 
give that company the largest summer month in its history and th 


So interesting was the campaign 


that the daily and business press generally has taken note of it and js 
citing it as an example in business efficiency. The campaign was » 


be somewhat gauged by a glang 
through any of the reports received 
however, one agency’s report showing 
the following blanks in succession: 1% 
interviews for 22 applications for $79. 
000; 124 interviews for 11 sales; 72 inter. 
views for five sales; 75 interviews fo 
33 sales for $87,500; 75 interviews fr 
11 sales; 112 interviews for 27 sales fo 
$57,000. This went on in much th 
like fashion throughout the list. Many 
new records were made by individua 
agents, even though summer has no 
usually been taken as a time for recor( 
making in life insurance sales. Man 
agents stepped into the class of half and 
million dollar writers as a result of their 
July work. And not only was this great 
effort made in the ordinary department 
but the same field organization was set- 
ting a record in group business, $110, 
000,000 in new group business being 
written in the 100 days concluding with 
the end of July. Thus the field organi. 
zation of the Equitable demonstrated in 
every way that summer was a time for 
record business, if the proper effort 
were made to secure the business. Ani 
it was done despite the thinned ranks 
through summer vacations. 


Agencies Report Results 


Actual agency experience has been re- 


ported by several of the units, all « 
which turned to this campaign with 
great interest. The Salt Lake City 


agency reports that 72 agents reported 
3,476 interviews and 510% cases for $1- 
201,244. The Dunsmore agency in New 
York City had a 20 percent increase 
applications and the greatest writtes 
total in its history, largely the result 


of this drive—paying for $1,033,294 
The Cincinnati-Louisville agency re 
ports that 21 agents had 1,295 inter- 


views, resulting in 133 applications for 
$727,330, this being an average of a 
application for every 9 interviews and 
$5,470 for each application. At Nex 
Haven, 22 men made 1,390 interviews 
which yielded 82 applications for $350; 
748. The Little Rock agency reports 
that 18 agents had 1,092 interviews, st 
curing 145 applications for $744,250, 
which is an application to eight inter- 
views and $5,132 per application. Der- 
ver reports that 37 men had 2,305 inter- 
views, writing 280 applications. for $952; 
520. 


National Life U. S. A. Convention 
The National Life U.S.A., will hold 
next week. 


Ark., 


Ryan in Kansas City Post 


W. D. Ryan, Jr., who has taken ove 
the Kansas City agency of the Phoen 
Mutual Life, which for the past yea 
has been in charge of Agency Assistat™ 


Leon A. Soper, is a graduate of (:eorst 


Washington University and also Georg® 
town University where he took a |a¥ 
course. He had two years of lega! praw 
tice. Mr. Ryan is not unknown to 


surance as he was vice- president of an 
insurance agency in Kansas Cit) 
joined the Phoenix Mutual the 
part of last year. He went to the 
office to take the training course a 
then returned to Kansas Citv and ha 
been writing business ever since. 
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Some Comment on 
Association Move 


L. Brackett Bishop, former manager of 
the Massachusetts Mutual in Chicago 
and at one time president of the Na- 
tional Association of Life Underwriters, 
gives the following comment on some 
of the historical aspects of the great 
organization: 

“The annual convention of the Na- 
tional Association of Life Underwriters 
js the place where the life men pause 
for three days each year to do their 
thinking. 

“George N. Carpenter, general agent 
of the Massachusetts Mutual in Bos- 
ton was the first president and Charles 
H. Raymond of the Mutual Life of New 
York was the second. Boston has had 
four presidents, New York six and Chi- 
cago three. Charles H. Ferguson of the 
Mutual Life was the first Chicago presi- 
dent in 1893. The national convention 
was held in Chicago that year, which 
was the year of the great fair, William 
D. Wyman of the Berkshire was na- 
tional president in 1902 and L. Brackett 
Bishop in 1911. Four times in 40 years 
have the life underwriters in Chicago 
stood behind one of their members for 
the national presidency. Jules Girardin 
was their choice one year but he re- 
fused to become a candidate. 


Predicts Whatley’s Election 


“The National association elected all 
three recommended by the Chicago as- 
sociation, so the chance of S. T. What- 
ley of the Aetna Life of becoming pres- 
ident should be good, as not only in 
Chicago but all over the country, he is 
known as a_ successful, conservative 
underwriter. He is also admired for his 
character and genial personality. If he 
is elected the Life Underwriters associa- 
tion in Chicago will have a renaissance 
especially in their interest in national af- 
fairs. 

“Some companies have objected to 
their general agents becoming presidents 
of the National association feeling that 
the duties would interfere with the de- 
velopment of their agencies. But in the 
most cases it has been shown that not 
only is the president enabled to do great 
work for the life insurance business as 
a whole, but that his agency during his 
year in office has done a larger business 
than ever before, while he himself has 
been broadened and made a more suc- 
cessful general agent. 


Some Notable Instances 


“Notable instances is the late Edward 
A. Wood of Pittsburgh. It was not 
until he became national president that 
he commenced to do his great work for 
life insurance and not at the expense of 
his agency which constantly grew 
larger. Charles J. Edwards, another na- 
tional president, also did remarkable 
work for the association while develop- 
ing successful agency. In _ these 
later years much of the heavier work 
lormeriy done by the presidents has 
been done by the directors and others. 
Henry J. Powell, president in 1910, trav- 
eled all over the United States, visit- 
ing more than 50 associations. He spent 
a large part of the year traveling. 


his 


Form Chicago Objectives 


“Four major objectives for the Chi- 
cago Life Underwriters Association are: 
1. \Whatley for national president. 


2. Secure the national meeting for 
Chicago—Century of Progress Year, 
1933. 

., 3: Plan for headquarters to receive 
ité insurance men during the fair. 


“4. Making the Chicago Life Under- 
Writers Association the largest and most 
usetul in the world.” 


,. Eliot Cc. Williams, one of the leading 
$ T 


‘te insurance producers of the 

Whatls agency in Chicago, is receiving 
the sympathy of his associates upon the 
Sudden death of his father, J. C. Wil- 
‘ams, who died at his home in Evanston. 
He was 84 years old. 








Poison Liquor Case Ends 


in Odd Insurance Decision 


Poison liquor as a cause of 
death does not invalidate insur- 
ance, the United States circuit 
court of appeals held in Rich- 
mond, Va., Saturday in a case in 
which the assured drank the li- 
quor while the guest of another 
man. The $6,000 insurance was 
ordered paid to the mother of the 
late Samuel Peyton Flickinger, a 
member of a prominent Norfolk, 
Va., family who died in Balti- 
more in December, 1927, after 
drinking gin cocktails served in 
the home of Edmund H. Murphy. 











Clark Is Optimistic 
on Business Outlook 





BOSTON, Aug. 22.—Paul F. Clark, 
president of the National Association of 
Life Underwriters, in reviewing general 
conditions as affecting life insurance, 
says it is very stimulating to him as a 
life underwriter to note month by month, 
with all sorts of distractions and in- 
ducements in other lines of business, 
that the volume of new life insurance 
keeps on growing normally and regu- 
larly. 

“The excitement over common stocks 
and the tendency of many more business 
and professional men than heretofore to 
speculate or invest in securities offering 
large profits,” said Mr. Clark, “has been 
to my mind the principal handicap to 
the writing of even a larger volume of 
new life insurance the first half of 1929. 
I believe that this condition has some- 
what tempered and that a good many 
of these prospects may give the life 
underwriter a good hearing the second 
half of the year. Possibly they can be 
made to see the value of investing some 
of their recent profits in life insurance. 

“It looks as though business condi- 
tions would continue good,” he con- 
tinued, “and I hope that the excitement 
over the new tariff bill will not prove 
an interference of any magnitude. 


“We have every cause for cour- 
ageously pushing our work for personal 
business and estate life insurance and 


for expecting larger returns in the fu- 
ture than in the past. 

“We shall soon enter the period when 
we are after our second $100,000,000,000 
of insurance on the lives of the Amer- 
ican people and I believe that the mag- 
nitude of that statement will increase 
our prestige and success as_life under- 
writers.” 


Doesn’t Waste His 
Time on Unbeliever 


There are insurance-minded people. 
N. D. Herdlinger, supervisor of the life 
department of the Great Western of 
Des Moines learned this through many 
years of experience on the “firing line,” 
and last week he gave the fruits of his 
experience to the agency force at its an- 
nual convention at Evergreen, Colo. 

“There are two classes of people,” 
Herdlinger declared. “One is insur- 
ance minded and the other is not, and 
one of the biggest mistakes of the new 
agent is in missing the first class. 

“Don’t waste your time talking to 
those who are not insurance minded,” 
he advised. “You can’t afford to spend 
three hours with a man of this class, 
even though you do convert him to the 
theory. If he is not insurance minded 
he will not buy your insurance, and after 
your three hours of fruitless labor you 
have wasted strength and enthusiasm, 
and you are in no condition to talk to 
the man who is insurance minded.” 

Herdlinger is in the $600,000 club of 
his company and he secured 400 paid 
applications last year. 
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M odern policy contracts 

I nterest earnings high 

D ividends above ordinary 
L ow management cost 

A mple field assistance 
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North American Life Sells 
63 Percent More This Year 


SMALL TOWNS SWELL TOTAL 
Service Department and Change in Sales 


Method Are Given Credit For 
Unusual Record 





Inauguration of ‘’a new service depart- 
ment in the North American Life of 
Chicago sometime ago has been directly 
responsible, officers believe, for the great 
increase in business this year. Accord- 
ing to C. G. Ashbrook, in charge of 
the service department, business stands 
at 65 percent more than last year as of 
Aug. 1, or $9,500,000. 

A significant feature of the North 
American's “rejuvenation” is that where- 
as it previously operated largely in 
rural districts now about 60 percent of 
its business is received from small 
towns. This was deliberately accom- 
plished when it was realized some years 
ago that farmers would have a hard time 
for several years to come and the com- 
pany’s methods of writing must be sub- 
stantially changed. 

The agency service department was 
designed to accomplish several aims, one 
being to centralize the agency’s cor- 
respondence. Another was to give a 
nontechnical educational course. Still 
other objects were to issue bulletins, 
act as a bureau of information and a 
buffer between the agency force and 
officers. One of the latest develop- 
ments is a “two foot shelf” of life in- 
surance books and miscellaneous litera- 
ture which has been carefully chosen by 
Mr. Ashbrook with something the same 
aims as those of Dr. Eliots five foot shelf 
of classical literature—namely to give 
the company’s agents in briefest form a 
comprehensive view of the life insur- 
ance business. 

A contemplated development next 
year is inauguration of annual regional 
agents’ meetings in place of the one 
collective meeting which heretofore has 
been held. Officers are considering 
doing away with the larger meeting and 
the one which starts this week in 
Los Angeles probably will be the last. 
In future it is intended to hold regional 
meetings at stipulated points over the 
country so that agents may reach them 
without long travel and time away from 
business, The North American now 
operates in 22 states. 


LINCOLN NATIONAL 
LEADERS ARE GIVEN 


J. E. Morrison of Detroit was No. 1 
man among all the agents of the Lin- 
coln National Life in paid-for produc- 
tion for July. R. P. Prewitt of St. 
Louis was second, J. S. Touchstone, 
salary savings system specialist of Dal- 
las, was third. The Northwest General 
Agency was the leading general agency. 
The O. D. Douglas agency of Texas was 
second. The J. P. Sullivan Agency of 
St. Louis was third. 

The ten leaders in personal production 
for the first six months were: C. B. 
Rittenberry, Amarillo, Tex.; J. Wade 
sailey, Fort Wayne, Ind.; D. L. Shaw, 
Kansas City, Mo.; G. F. Lofthouse, De- 
troit; A. G. Green, Grand Rapids; T. I. 
Ramer, Wilkes-Barre, Pa.; L. R. Ray, 
El Paso, Tex.; O. D. Douglas, San An- 
tonio, Tex.; J. H. Geer, Akron, O., and 
J. FE. Morrison, Detroit, in the order 
given. 

The leading agencies for six months 
were the O. D. Douglas Agency, Texas, 
first; the Northwest General Agency of 
Minnesota, North Dakota and Wiscon- 
sin, second; the Southern California 
Agency of Los Angeles, third; the home 
office general agency of Fort Wayne, 
fourth; the C. A. Wooster general 


Agency of Philadelphia, fifth. 


Common Accident, Deaths, 
Effect and the Remedy 





said: 

“The possibility of death of husband 
and wife in a common accident is a bug- 
bear that sometimes pursues the insur- 
ance representative intent upon giving 
the best possible service to his client. 
Assuming the policies of this particular 
person have been placed among a group 
irom which the entire proceeds are to 
be available in a lump sum for the wife 
as a tax, mortgage, or debt fund, the 
insurance man may wonder whether he 
has done his full duty as to those poli- 
cies, even though he may have carefully 
worked out contingent beneficiary pro- 
visions appropriate in case the insured’s 
wife dies before her husband. The old 
question, ‘Death by common accident,’ 
still remains. 

Legal Effect Pointed Out 


“In the first place, the legal effect of 
the death of two persons in the same 
catastrophe should be considered. A 
presumption once was popular in the 
law that in the absence of other evidence 
the man must be presumed to have lived 
longer, because men customarily are 
stronger than women. This is no longer 
the law. It is now generally held that 
there is no presumption whatever of 
survivorship. If there is an evidence as 
to which lived longer, a jury is justified 
in making a finding in accordance with 
that evidence. But ‘in the absence of 
any substantial evidence whatsoever 
warranting a definite conclusion as to 
survivorship of either one or the other, 
they will be treated as dying at the same 
instant and property rights adjusted ac- 
cordingly.’ 

Pennsylvania Case Cited 


“The last sentence is a quotation from 
an opinion of the supreme court of 
Pennsylvania printed only a month ago 
(Baldus vs. Jeremias, 296 Pa. 213). The 
opinion rests on the judgment of the 
highest courts in New York, Massa- 
chusetts, and Texas, and is in accord 
with the views of substantially all states 
today. 

“The facts in the Pennsylvania case 
are interesting in view of the topic of 
this discussion. A policy of life insur- 
ance was payable to the insured’s wife, 
if she survive him, and otherwise to the 
insured’s estate. Both insured and his 
wife died in a fire which followed an 
explosion in their dwelling house. No 
evidence existed from which it might 
properly be inferred that one _ lived 
longer than the other. The administra- 
tor of the wife’s estate claimed the fund. 
The court, however, awarded it to the 
insured’s estate, holding that the wife’s 
administrator had failed to establish the 
fact of her surviving, which was neces- 
sary before the fund could go to her or 
her estate. 


Contingent Beneficiary Comes In 


“Here, then, is some measure of com- 
fort for the harassed insurance man. 
When the insured and the primary bene- 
ficiary die in a common accident, with 
no evidence at all as to which survived 
longest, the contingent beneficiary will 
take the proceeds. This saves taxes and 
administration expenses, and carries out 
the insured’s true desire. 

“However, if evidence can be pre- 
sented to show that the wife (or other 
primary beneficiary) did in fact live 
longer than the insured, though she died 





shortly afterward, we then have the re- 











Robert Dechert, vice-president and counsel of the Penn Mutual Life, in com- 
menting on the common accident of husband and wife and its relation to life insur- 
ance policies, states that there has been a great exaggeration of its effect. 
gives a remedy if a likelihood of such catastrophe exists. 
policies, where such an undue risk of death by common accident exists, should 
be converted into policies where interest is payable to the wife for life, principal 
to children or other contingent beneficiaries at her death, giving the wife the right 
to withdraw the proceeds in multiples of $1,000 during her lifetime. 


He 
His remedy is that 


Mr. Dechert 


sult which troubles the insurance man. 
If, for example, in the Pennsylvania case 
above mentioned, the wife had been 
carried out of the burning building alive 
but had died two hours later, the pro- 
ceeds of the policy would in law have 
gone to her estate rather than to the in- 
sured’s estate, the contingent bene- 
ficiary. 
Line of Succession 


“Tf no children survived but both hus- 
band and wife left brothers and sisters, 
this money under the intestate laws 
would probably go to the wife’s brothers 
and sisters, instead of to those of the 
insured, because she had outlived the 
insured, and her interest had therefore 
vested. If children had been named con- 
tingent beneficiaries and had survived, 
they would have taken the fund through 
their mother’s estate rather than direct, 
if evidence showed that their mother 
actually survived their father. The re- 
sult would obviously be more taxes and 
administration expenses, and a lessened 
sum for insurance. 

“This seems like a serious evil; but 
how likely is this to occur? According 
to the old saying, ‘hard cases make bad 
law,’ and sometimes one finds that a 
single case or a single possibility is lead- 
ing to complications out of all propor- 
tion to the risk of harm. 


Comparatively Few Cases 


“Comparatively few husbands and 
wives meet death together. There are 
occasional instances of shipwreck, fire, 
and automobile accident, but the num- 
ber is small in proportion to the tre- 
mendous number of policies involved. In 
the normal family, the risk seems so 
small that it should properly be disre- 
garded. If the two are actually killed in 
the same accident, the chances favor 
complete lack of evidence of survivor- 
ship, which still further reduces the pos- 
sibility of harm from failing to cover the 
common accident situation in a _ bene- 
ficiary arrangement. Generally, it would 
seem proper, therefore, to disregard it. 


Mind Unduly Disturbed 


“But some cases exist where it can 
not be disregarded. Occasionally hus- 
band and wife propose together to face 
some additional hazard, where the chance 
of death by common accident grows 
larger. More often the insured insists 
upon having the bare possibility covered 
which exists in normal life. His insist- 
ence is probably due to his disturbance 
of mind because some unwise insurance 
agent has used this remote possibility as 
a means of obtaining an audience,—of 
showing the prospect the supposed weak- 
ness of his existing beneficiary arrange- 
ments because of what will happen if 
his wife and he are killed by the same 
occurence, with her death perhaps fol- 
lowing his by a short time only. Such 
tricky methods are obviously unsound, 
and should be condemned. 


Improper Remedies Suggested 


“A remedy must be found, however, 
for the cases where an undue risk of 
death by common accident truly exists. 
One man contended not long ago that 
the policies of another company cov- 
ered this possibility, by giving to the 
contingent beneficiaries all rights of the 
primary beneficiary in case of the latter’s 
death. This provision, however, clearly 





Equitable of Iowa Boosts 
Sales 17 Percent in Jul 


RICE AGENCY LEADS FORCE 


Griffin of Chicago Wins Honors in Per. 
sonal Production on Two Counts 
With $110,100 


The Equitable of Iowa recorded pro. 
duction of $6,225,419 during July, an in. 
crease of $894,252 over the same period 
of 1928, or more than 17 percent. lowa 
led all states with total paid for of $1, 
102,568. Other leading states were: 
Pennsylvania $983,596, Illinois $921,771, 
Ohio $719,009 and New York $409,630, 

R. J. Griffin of the Chicago-Lininger 
agency led the force in July with $110, 
100. Since $85,100 of this amount was 
secured from old policyholders he also 
won the honor of being production 
leader of business from that source for 
the month. This is the second month 
during the year that Mr. Griffin has 
gained this honor, having led all agents 
in April. 

Others Close Behind 


Other leading personal producers for 
July were: H. E. Bardenheuer, New 
York, $100,000; H. J. Miller, Philadel- 
phia, $79,000; E. Bittner, Chicago, $56, 
000, and J. A. Mason, New York, $55,- 
000. 

The Rice agency of Harrisburg, Pa, 
led all agencies in July with $299,050 


This agency has consistently _ been 
among the leaders each month and at 
the present time is in second place 


among agencies for the year. 








was intended to cover only the death of 
the primary beneficiary before the in- 
sured, and not her death after the in- 
sured had died but before she had re- 
ceived the money. To phrase a policy 
so as to pass over automatically to the 
contingent beneficiaries all rights of the 
primary beneficiary, who survived the 
insured but did not live long enough to 
collect the proceeds of the policy, intro- 
duces a number of serious legal compli- 
cations. Determination of these may 
well tie up the proceeds in a law suit, 
so that at the last the remedy is worse 
than the disease. 


Simple Remedy Is Found 


“But a simple remedy does exist. It 
is merely to convert all lump sum poli- 
cies, where such an undue risk of death 
by common accident exists, into policies 
where interest is payable to the wife for 
life, principal to children (or other con- 
tingent beneficiaries) at her death, giv- 
ing the wife the right to withdraw the 
proceeds in multiples of $1,000 during 
her lifetime. 

“Thus she can obtain the entire pro- 
ceeds immediately, if she so desires, just 
as the ordinary lump sum policy would 
provide. If, however, she is incapati- 
tated by the accident which killed her 
husband and dies a few days later, the 
principal goes to the contingent bene- 
ficiaries direct, as desired, since she has 
not exercised her right of withdrawal. 

Practice Might Be Extended 


“A final thought is that this is not 4 
bad arrangement for a vast number © 
policies now payable in lump sums. The 
money is just as easy for the bene- 
ficiarv to obtain from the company, bi 
an affirmative step is required before the 
beneficiary can receive it, and delibera- 
tion as to the wisdom of withdrawing * 
is more likely to result. Perhaps a st! 
further improvement would be to pro 
vide that not more than a fixed sum 
might be withdrawn before the passage 
of the period of a few months while the 
widow is finding her bearings in the 
world of new responsibilities which comes 
into existence after her husband’s death. 
The advisability of this latter sugges- 
tion will probably rest on the needs 0! 
the individual case.” 
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Approximately $700,000,000 in insur- 
ance policies were placed in insurance 
trusts in 1928—Francis H. Sisson, vice- 
president of the Guaranty Trust Com- 
pany of New York. 


2 2 
Total assets of all U. S. life compa- 
nies: 
DN sccbdetecevasssbine $ 2,924,254,000 
Me Sendavankdéetcqaneus 4,164,492,000 
ME. stance deduedenasenn 5,536,607,000 
BU etal Se te 7,936,497,000 
DE Cee eteeen een ce he 10,394,034,000 
BES ccccccccccccceseese 11,537,615,000 
 SPPPrrrrrr rrerrre tyr 12,939,807,000 
Be én eee venccieuncsces 14,500,000,000 
ay ‘tteaesbesebkanndens 16,000,000,000 
a oe 


Disability payments in 1928 amounted 
to approximately 1 percent of the total 
premium income of the legal reserve 
companies. 

*x* * * 

“In one company where careful rec- 
ords were kept, it was found that at 
the end of the first year, the trained 
men had sold 23 percent more business 
per man than the untrained. In an- 
other company surveys showed that the 
percentage of nroduction superiority of 
trained men over untrained, during their 
first year, ranged about 35 percent to 
65 percent.” 

—Hugh D. Hart, Life Presidents, 1923S. 

* * * 


In 1928, $12,168,768 was paid out by 
the life insurance companies in acci- 
dental death losses. This figure repre- 
sents double indemnity claims alone and 
does not include the sums paid under 
the regular contract. 

*¢ 0 


“I have come to the distinct conclu- 
sion that by far the best, and indeed, 
almost the only practical way of guard- 
ing against the possible ruinous loss by 
a forced sale of securities for the pur- 
pose of paying the various estate and 
inheritance taxes that are being imposed 
nowadays, both by the national and 
state governments, is by means of life 
insurance which, for a moderate annual 
payment, will insure the sum necessary 
to pay such taxes without the sacrifice 


of the securities.” ; 
—Elihu Root. 


x * * 

“Approximately 27,500 persons were 
killed in motor vehicle accidents in the 
United States in 1928.”"—The Travelers. 

* * * 

“Let us briefly review the situation 
in which group insurance finds itself 
today. Such insurance to an amount 
estimated at more than $7,500,000,000 is 
now in force in American and Canadian 
insurance companies. In all, there are 
57 companies, i0 of which are in Can- 


FACTS and FIGURES 


Significant Statements, Special Statistics and 
Pertinent Points—the Basic Material 

of Life Insurance 
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ada, that have up-to-date issued this 
kind of insurance. The total number 
ot lives covered is approximately 5,000,- 
000, which represents about one-eighth 
of the total number of people gainfully 
occupied in the United States. The 
average coverage per life is a little less 
than $1,500, hardly equal to two-thirds 
the average annual income of the 
American wage-earner.” 
—James E. Kavanagh, Metropolitan 
Life, Life Presidents 1928. 
* * * 


In 1794 the Insurance Company of 
North America was granted a charter 
to do a general insurance business. In 
1818 Massachusetts Hospital Life was 
organized; the New York Life & Trust 
Company in 1830; the New England 
Mutual Life in 1835; the Mutual Life of 
New York in 1842, and the Mutual 
Benefit in 1845. 

es 6 

Ages at which most people are sold 
insurance: 

First column—By amount of policies. 

Second column—By number of poli- 
cies. 


Distribution 

Age Group— of Business % 
% jo 

ee Oe OD nxn ces cenns 5 13 
BD BeKeiwesevansewnsous 24 35 
BEOGD sedecvcwwes onancdas 34 30 
CEG eeeedctoncesesecewe 26 16 
7 ree 9 5 
EE «6ébecedceueecndens 2 1 
100 100 


—Best’s Insurance News. 
x * * 


“A life insurance company is the only 
financial institution known with which 
an arrangement may be made in which 
both principal and income of trust funds 
are absolutely guaranteed.”—B. C. 
Forbes. 

*x* * * 

Thirty-five percent of the widows of 

the country are in want. 
* * * 

Lapse ratio on semi-annual premiums 
basis is approximately twice the annual 
premium; and the quarterly four times 
the annual—Life Insurance Research 
Bureau. 

* ¢ 8 

The death rate in the United States 
rose during 1928 and the birth rate de- 
creased, according to the federal govern- 
ment census bureau. The 1928 birth rate 
was 19.7 compared with 20.7 the pre- 
vious year. Highest death rate in 1928 
was reported to be 14.5 for 1,000 pop- 
ulation in California and Mississippi, 
and the lowest was 7.4 in Idaho. 











Semi-Annual Life Figures Taken 
from Statements Filed in Georgia 











—June 30, 1929, -———Jan. 1 to June 30-——, 


Assets 


680,865 $ 4,463,596 $ 8,145,951 $ 6,151,742 
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mt rer 21, 
“ommonwealth Life........... 11, 
Continental Life, Missouri..... 14, 
. ke Seer 73, 
*Industrial Life & Health..... i, 
nn Ge Bees cacceawevneses 56, 
Manhattan Life . 20, 
Mutual Life, New York.. -- 958, 
ational Life, Vermont... om 122, 
sew York Life 1,599, 
pa ific Mutual Life.......... 153, 
Senn Mutual Life. .....scscece 412, 

226 
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*Life, accident and health. 





Surplus Income Disburs. 






1,719,003 3,154,149 2,447,832 
2,358,266 1,924,503 1,438,724 
1,028,662 2,351,528 1,864,976 
5,618,942 9,538,283 5,987,434 

492,843 1,783,834 1,726,240 
5,378,704 7,664,314 4,888,624 

989,932 1,810,408 1,68 3 
= teiedid gene 109,752,645 78,752,558 
7,038,315 12,786,343 9,709,706 


178,217,088 
19,080,194 
46,069,202 
23,138,354 


112,390,833 
12,288,905 
32,025,056 
16,060,760 





All You Need 
In Accident Insurance 


Our new “Brokers’ Outline of Accident In- 
surance” gives all the information you need to 
select the right kind of contract for your 


prospect. 


Send for a copy of this and for a set of cir- 
culars for prospects describing each contract. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 














INSURANCE STOCKS 


Bought—Sold—Quoted 


A 
P:W. CHAPMAN & CO, INC. 


Insura we Stock Departmen 
115 W. Adams St. 42 Cedar Street 
CHICAGO NEW YORK.~ ‘ 
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WILL HAVE INSURANCE DAYS 


The Bankers Industrial Exposition 
will give a series of shows and demon- 
strations at 111 42nd street in New York 
starting Sept. 9. Sept. 17 is designated 
as life insurance day, Sept. 18 as fire 
and marine insurance day, Sept. 19 in- 
surance brokers’ and adjusters’ pay and 
Sept. 20 as foreign credit insurance day. 


* * * 
BUSINESS HELD ITS OWN 


The Life Presidents Association re- 
ports a record July paid business in life 
insurance—the total of $1,093,789,000 be- 
ing 17.8 percent ahead of last July and 
practically the same as June of this 
year, with none of the usual seasonal 
decline. Life insurance assuredly held 
its own with the steel business, the 
textile industries and other branches of 
the economic structure which have been 
setting a record pace for summer busi- 
ness this season. And now no life 
agent should be heard referring to the 
old myth of summer depression again. 

* ¢ 6 
NATIONAL PROTECTION 


Government reports show that over 
three-quarters of a billion is allotted 
each year for army and navy costs in 
this country, a stupendous figure of 
itself, but especially so when compared 
with other factors of national “protec- 
tion.” When it is realized that such a 
figure goes into paper and steel protec- 
tion and only 60 percent of that amount 
goes into new life insurance premiums 
and only three times that amount into 
renewal life insurance premiums—the 
subject of preparedness and_ national 
protection becomes more of a “homely” 
problem. It is a topsy-turvey arrange- 
ment. And a deal of “militarism” might 
be justified as applied to life insurance, 
the only basic protection for the home. 

* * * 
WASHINGTON CONVENTION 


Life insurance will give the nation a 
picture of its greatness at its forth- 
coming Washington convention. With 
the National capital as the convention 
city and the greatest gathering of life 
underwriters in history scheduled, a 
glorious picture of the business should 
be thrown on the country’s screen. 


* * 
MANAGERS’ SCHOOL OCT, 14-17 


Julian §S. Myrick, president of the 
newly organized Life Managers Associa- 
tion of New York City, has completed 
arrangements for the presentation of a 
managers’ school to be held under the 
auspices of that body and under the di- 
rection of the Life Insurance Sales Re- 
search Bureau. The school will be held 
Oct. 14-17 and a committee has been 
named by Mr. Myrick to plan for the 


work, this being as follows: E. G. Mc- 
William, chairman, Joseph D. Book- 
staver, James P. Graham, George A. 


Kederich, Theodore Riehle, Jr., Harold 
Taylor, Horace Wilson. 

The school will cover such subjects as 
the securing, training and supervision of 
agents, conservation, business manage- 
ment and planned agency building and 
will be open to members of the asso- 
ciation only. The research bureau course 
was given in New York two years ago 
and many took it, but the course has 
been so revised and improved since then 
that it is offered as a worth while pro- 
gram for all and especially for managers 
and assistants who have not given pre- 
vious time to techni-al study of their 
work, 

* * * 
STRAW HATS 


Reverting to summer again, the wind 
battered straw hats, catering to the 
whims of stray and insolent breezes, tell 
a story of fitting an object to certain 
basic needs. The man whose size 7 
head was fitted with a 7% sailor straw 
has found it difficult to keep the head 


By C. C. NASH, Jr. 
(Nash of the National), 


| AS SEEN FROM NEW YORK 

















covered on breezy days. It is just as 
difficult to keep a life insurance policy 
where it was originally placed, if it is 
not fitted to the curves of the customer, 
for stray economics and temperamental 


breezes may blow it beyond recovery. 
. es 
DORR MADE GOOD RECORD 


Glenn B. Dorr has made a good rec- 
ord in the Dunmore agency of the 
Equitable Life of New York in New 
York. When he reached his 24th birth- 
day he resigned from the credit depart- 
ment of a New York bank and started 
his life insurance career with the Dun- 
more agency. For the first eight months 
he produced $182,198. During the first 
seven months of this year he produced 
$679,000. At the end of 1928 his sec- 
ond full year he was among the $1,000,- 
000 producers. This year the indications 
are that he will go $1,250,000. He gave 
up a position which paid $45 a week 
and in less than three years time in- 
creased his weekly income to ten times 
that amount. He is a graduate of the 
University of Pennsylvania. He does 
considerable joint work and in his ca- 
pacity as assistant agency manager has 
helped many men to greater achieve- 
ment. 

a 
TIME FOR ALERT AGENT 


Summer days are all too often sopori- 
fic and productive of no production ef- 
forts, agents announcing to themselves 
that, this being vacation season, there 
is no business to be had. It is just these 
days that the alert agent, who realizes 
the truth that the business is always 
there for the finding, rushes in where 
angels fear to tread—and comes out the 
victor over the sleeping, or fishing, com- 
petitor. Just as an example of what 
can be done is the July report of the 
Beers & DeLong agency of the Mutual 
Benefit Life in New York City. This 
agency wrote one of its largest month’s 
totals last month and nearly doubled the 
figure of last year’s July, over $3,000,000 
being paid for in one of the hottest 
months New Yorkers can recall. And 
yet many offices complained that the 


business was not available. 
* * * 


STEEL BUSINESS ACTIVE 


The old myth of summer dullness has 
received a chilly reception this year in 
many fields. The steel business, notably 
one with a heavy summer seasonal de- 
cline, has come through this summer 
with a record pace of production, en- 
tirely offsetting the expectations of a 
slump. If steel, which has a divine right 
to a seasonal decline, can accomplish 
this, how absurd it is for the life under- 
writer to expect his general agent or 
company to take seriously the claim 
that “summer” can explain a current 


slump in production. 
* 2 © 
NEEDED THE SILENT SALESMAN 


New York was recently aghast at the 
case, given much publicity, of a child 
held in the morgue several days await- 
ing the family’s futile attempt to find 
money to grant a burjal outside of a 
pauper’s grave. After the publicity was 
given the case, a large fund was im- 
mediately available, both for the proper 
funeral and for helping the family. But 
it was belated help, which just a few 
cents expended periodically in the 
proper manner at the proper time could 
have provided within the ranks of the 
family. It is such cases as these that 
stand as silent salesmen for life insur- 
ance protection. 


Star Producers on Trip 


Star producers for the Des Moines 
Lief and Annuity Company left Aug. 
20 for a 10-day vacation trip in charge 
of J. J. Shambaugh, president. The 
tour includes St. Paul and Duluth where 
a boat will take the agents ta Mackinac 





Island for two days. From there the 
party will go to Chicago and then on 
to Lake Okoboji, Iowa, for a conven- 
tion at which Dr. Charles J. Rockwell 
will make the vrincipal addresses of the 
three-da school. 

About 20 agents from Missouri, Iowa, 
Minnesota and Nebraska will make the 
trip. M. M. Duncan, field supervisor 
for the company in Missouri, will assist 
Mr. Shambaugh in supervising the con- 
vention. 


Joint Vacation Did Not 
Hurt This Agency’s Record 





A novel experiment has proved highly 
successful in the W. L. Boyce agency 
of the Equitable Life of New York in 
Syracuse. The entire managerial force 
took vacations during the same two- 
weeks’ period. To prevent any let-down 
of effort a “Boost Your Manager” cam- 
paign was launched as a testimonial. 
The 105 men who participated wrote 
$1,024,429 of business, all of which was 
examined. The total does not include 
alternate or additional business. An in- 
teresting side-light is seen in the fact 
that the managers were not informed of 
the campaign being held in their honor. 
Upon their return they were elated to 
find the walls of their offices covered 
with testimonial coupons filled out by 
the members of their units. The cam- 
paign figures marked a new high mark 
for the agency’s summer business in a 
fortnight. 

Twenty-nine men who recently joined 
the Boyce agency in Syracuse wrote 


‘$667,200 during the three weeks’ field 


school held under Home Office Instruc- 
tor F. J. Stevenson, home office instruc- 
tor turning in 114% applications. Ev- 
ery member of the school scored with 
at least two applications and wrote 
enough business more than to defray the 
cost of going to Syracuse. The per 
capita average was $23,000, written dur- 
ing afternoons and evenings. 


John Chambers 


A. E. Liverman, manager of the Den- 
ver office of the Home Life of New 
York, announces that John Chambers 
has been appointed supervisor of agents. 


Livingston to Address 
Field Force Gathering 


——> 


BUSINESS MEN’S CONVENTION 





Michigan Insurance Commissioner an{ 
John W. Yates of Detroit Will 
Feature Charlevoix Program 





KANSAS CITY, Mo., Aug. 22.—The 
meeting of the star salesmen of the 
Business Men’s Assurance at Charlevoix, 
Mich,, Aug. 26, will be called to order 
by W. J. Pierce, president of the 100 
Club. Keynoting the meeting with 
“Bigger Business Because — Bigger 
Men,” the B. M. A. will offer a com- 
bination educational and entertainment 
program. 

W. J. Pierce will make an address 
and A. H. Whittemore, director from 
South Dakota, will speak on “Why the 
B. M. A.?” The educational program 
for the first day will close with H. A. 
Hedges’ address on “What Price Suc- 


cess?” 


Guest Speakers 


“Some Observations by a Friendly 
Policyholder” is the title of an address 
to be given by C. M. Cartwright, of 
THe NatTionAL UNDERWRITER. 5 - 
Fleming, manager of the B.M.A. for 
Oklahoma, will m-ke some observations 
on “Sixty-five of us Today—How Many 
Tomorrow?” and A. W. Hogue will an- 
swer the question “How Big Is Big 
Enough?” 

The speakers for Wednesday are Chlo 
Peterson, publicity director, who will 
talk on ‘The Art of Excelling;” J. W. 
Yates of Detroit, general agent for the 
Massachusetts Mutual, “Selling Effici- 
Tempered With Human Syn- 
pathy;” C. D. Livingston, commissioner 
of insurance for Michigan, “What the 
Insurance Department Expects of the 
Insurance Salesman;” and W. T. Grant, 
president of the B.M.A., “Through the 
Binoculars at Yesterday and Tomor- 
row.” 

Every successful life insurance man 
should receive his personal copy of The 





National Underwriter. 











Life Presidents Report on New 
Business for First Seven Months 

































ORDINARY INSURANCE 
1928 1929 
over over 
1927 1928 
Month 1927 1928 1929 Pet. Pet. 
ET tn detmamanianm ade $ 579,026,000 $ 580,462,000 $ 659,843,000 3 13.7 
EER Or 626,568,000 655,406,000 683,542,000 4.6 4.3 
Dn a¢vedesebsatecne aes 749,543,000 781,122,000 830,244,000 4.2 6.3 
D- «te6vonnasonaeeeanés 738,141,000 710,435,000 793,786,000 -3.8 11 
et ee ee 704,807,000 757,879,000 801,698,000 7.5 5.8 
Dt sjeeeeaeneedase 702,860,000 755,698,000 750,228,000 7.5 =A 
Dt éiccceteucesesaseebaree 627,787,000 660,062,000 722,451,000 5.1 9.5 
$4,728,732,000 $4,901,065,000 $5,241,792,000 3.6 7.0 
INDUSTRIAL INSURANCE 
January 292,000 $ 236,303,000 $ 265,998,000 27.5 12.6 
February 217,000 221,949,000 230,779,000 7.1 4.0 
March 701,000 273,551,000 274,824,000 13.2 
Ce, ee 227,279,000 259,962,000 256,279,000 14.4 -1 
May 241,662,000 216,396,000 240,501,000 -10.5 111 
June 221,780,000 214,882,000 242,166,000 -3.1 12.1 
OU 6604+ cnnns6ee0e0% 200,835,000 194,642,000 223,680,000 -3.1 14.9 
$1,525,766,000 $1,617,685,000 $1,734,227,000 6.0 7.2 
GROUP INSURANCE 
i” vevenaeaeeeseaane $ 94,445,000 $ 46,841,000 $ 98,637,000 —50.4 110.6 
CS EET 46,119,000 91,505,000 58,607,000 98.4 —36.0 
Dn t20)¢en eneneennn ter 103,057,000 57,986,000 64,813,000 —43.7 11.8 
Sere en 46,960,000 62,907,000 72,238,000 32.0 16.9 
ME 946450<0<600es0eee enn nee 45,683,000 205,195,000 109,827,000 349.2 46.9 
IIE, Sis artis eek meat ete te arte oe 67,817,000 113,711,000 106,589,000 67.7 -6.9 
DE: hstcebrandmonesxetccen 54,229,000 74,196,000 147,658,000 36.8 99 . 
$ 458,310,000 $ 651,441,000 $ 658,369,000 42.1 1.1 
TOTAL INSURANCE 
Pe: sccebbickaaterw ane $ 858,763,000 $ 863,606,000 $1,024,478,000 .6 18.6 
WOONOREY cccvecsvcesncce 879,904,000 968,860,000 972,928,000 10.1 v4 
DE «<ése0teb* Seenedewes 1,094,301,000 1,112,659,000 1,169,881,000 1.7 5.1 
PE seven osenenseeaseenn 1,012,380,000 1,032,404,000 1,122,303,000 2.0 os 
689 eieedesetes:tuuenion 992,152,000 1,179,470,000 1,152,026,000 18.9 2. 
.. etekeetsgeaneesenews 992,457,000 1,084,292,000 1,098,983,000 9.3 1.4 
BEEN sténsecacdwesceuenens 882,851,000 928,900,000 1,093,789,000 5.2 17.8 
$6,712,808,000 $7,170,191,000 $7,634,388,000 6.8 6.5 
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Guest Speakers 
Were a Feature 


(CONTINUED FROM PAGE 4) 


plained it properly to me.’ Today we 
are supplying tools to our life insurance 
salesmen and not weapons. The min- 
ute you get into a controversy with a 
prospect you are using your knowledge 
of the business as a weapon. You will 
probably win the argument but lose the 
sale.” 
Continental Men on Program 


Dr. C. R. Dudley, medicaldirector, 
conducted a round table discussion and 
questionnaire on the subject “Let’s Co- 
operate.” Fred J. Dieterle, district 
supervisor, gave a very fine talk on 
“Endurance.” e said, “Too many men 
quit too easy. Have faith in yourself 
and your company. Keep busy. Keep 
your mind fresh in your thinking. We 
frequently get into a rut and it is neces- 
sary for us to keep up with current 
topics in life insurance salesmanship.” 

J. L. Kelly, manager of the St. Louis 
branch office, spoke on “Prosrecting.” 
Mr. Kelly came with the comnanv just 
a short time ago and took the St. Louis 
agency over when it was more or less 
of a weakling and has built up a strong 
organization writing a very fine volume 
of business. He urged all agents to 
cultivate all possible sources of pros- 
pects. 

Dr. H. W. Dingman Is Guest 


The subject of “The Sand Storm” 
was handled by Pem Denton of Texas 
who was followed by talk on “System” 
by T. D. Van Osdell, manager ‘of the 
Kansas City branch office. J. Fred Ellis 
handled the subject “Our Urges.” 

A luncheon was served immediately 
following this session at which H. W. 
Dingman, vice-president and medical 
director of the Continental Assurance 
of Chicago, spoke. His subject was 
“Speaking of Agents.’ Dr. Dingman has 
had experience with agents from both 
sides of the fence. As a buver of life 
msurance he has come in contact with 
them in the field and he has likewise 
come in close contact with them from 
the home office angle of it <s medical 
director. 


Regional Meet 
Held at Pequot 


(CONTINUED FROM PAGE 5) 


in the longer maturities to yield 5% per- 
cent.” ¥ 

“The personal producer's job is the 
happiest one in the life insurance busi- 
ness," B. E. Williams, third highest 
agent in the company’s big ten, said. 
“With the personal producer, the sky is 
the limit. The trouble with 90 percent 
ot the life underwriters is that they do 
not plan their work and work their 
plan.” 

One day’s business session was de- 
voted to sales talks and arguments pre- 
sented by members of the convention. 
Agents who spoke and their topics were 
as follows: “How I Put It Over My 
First Year,” E. E. Moore, Minnesota; 
“Agents’ Library,” C. O. Arvold, Minne- 
sota; “Pave the Way,” M. A. Reep, 
South Dakota; “Goodwill Builders,” 
lvan Snyder, Nebraska; “Writing Busi- 
ness Through Contacts,” Howard W. 
Yerxa, Minnesota; “Consistent Weekly 
Production—8 Years of It,” Otto Veth, 
Minnesota; “Pension Bond,” L. E. 
Rolfe, Nebraska; R. A. Harold, North 
Dakota; “30 Year Endowment,” I. J. 
Barr 1, Iowa; C. D. Ford, North Da- 
kota; “Endowment at 60,” M. E. Bridge, 
lowa B. H. Crawford, North Dakota; 
“Prospecting,” W. C. Tatham, Illinois; 
How to Make the Company Pay More 
Commissions,” H. B. Keck, Illinois. 
Prizes were awarded winners of con- 
tests held during the convention con- 
test year at a banquet near the close of 
the session, at which Dr. H. W. Cook, 
medical director, acted as toastmaster. 








Speakers at the banquet were L. M. 
Rutten of North Dakota, Frank J. Sei- 
bel of Michigan, and B. C. Tighe, North 
Dakota. 


Odd State Law 
Induces Chaos 


(CONTINUED FROM PAGE 8) 


insurance companies, it is said, and it 
is pointed out that even if they later 
should enter this business the securities 
now being sold would not be liabilities 
of the carrier but of the original holding 
companies. 


Not Carrier's Responsibility 


Thus it is emphasized there would not 
later be any responsibility on the part 
of the carriers which would be formed 
to retire the endowment bonds now be- 
ing sold by the holding companies. 

In the case of the Paramount Life 
every purchaser of an endowment bond, 
which is scheduled td mature in 10 
years, is required to buy five shares of 
stock, to pay down $150 on a $1,000 
bond and pay $150 a year for five years. 
A sales argument used is that buyers 
get the stock free with payment of $750 
in cash for the bond. 


Johnson's Connection 


According to officers of the Colorado 
Life, A. W. Johnson, secretary-treasurer 
of the Paramount Life, formerly was for 
a short time a salesman for the Colorado 
Life but never was an actuary for the 
company, as recent news stories have 
intimated. 

The Colorado Life is the only com- 
pany incorporated under Colorado law 
which finances itself or is being financed 
through the sale of endowment bonds 
which are liabilities of the insurance 
company, President J. M. Campbell de- 
clares. 


Likens Agency Work to 
the Four College Years 





Wilson Slick, manager of the Wilson 
Slick Agency of Johnstown, Pa., likened 
professional life underwriting to a uni- 
versity career. He said one must first 
have certain qualifications or require- 
ments before entering, a sincere desire 
to spend his entire future career in the 
profession, ordinary academic qualifica- 
tions, capacity for hard work, and a sin- 
cere desire to develop sales technique. 
He said careful selection of prospects is 
necessary if one does not want to waste 
a lot of time and recommended uses of 
the prospect list and a record of each 
interview. He suggested that in the 
freshman year the agent be particularly 
careful about getting information con- 
cerning the prospect before making the 
call, learn the correct manner of ap- 
proach, the arguments against the usual 
objections, and the psychology of the 
close as applied to life insurance sales- 
manship well developed. 

The sophomore year he termed the 
crisis, In the junior year, he said, you 
gain a foothold in the business, sales 
come easier and the agent begins to 
realize the value of his renewal account. 
“Only in the senior and subsequent 
years,” he said, “do you realize the full 
joy of living in your chosen profession 
and of serwicing your policyholders. You 
also realize your responsibility to the 
company, your manager and yourself. 
Renewal accounts then become the big 
working property value which send the 
children to school and take care of you 
when you reach the age of retirement.” 








Security Life Convention 


The agency convention of the Security 
Life of Chicago will be held in its home 
city Sept. 4-5. Vice-President S. W. 
Goss will be in charge. 

Rev. W. A. Peterson, has resigned as 
pastor of the Riverside Congregational 

nurch, Sioux City, la., to become a dis- 
trict manager for the Sun Life of Canada, 
at Webster City, Ia. 




























































Life Companies and 
Trust Organizations 








If we examine the scope of the services performed by 
life insurance companies and trust organizations—in- 
cluding in the latter term trust sections of commercial 
banks—we shall find a broad field of co-operation. 


While the general character of each is fiduciary, the 
two instrumentalities are not natural competitors. They 
are more nearly like allies although their activities are 
distinctive. 


Each suggests, initiates, activity for the other. Each 
furnishes service for which the other is not equipped; 
one the insurance of the productive value, accumulated 
and prospective, of human life; the other the adminis- 
tration of trusteeships, of which many proceed from life 
insurance. 


There is no doubt that the two can supplement as 
well as complement each other, and it is noteworthy 
that the banks and trust companies have realized this 
fact and applied it in a practical way. On the other 
hand, it is evident to me that a corresponding interest in 
the promotion of the welfare of the banking and trust 
companies is now a part of the program of every wide- 
awake life insurance man. 


WALTON L. Crocker, President 
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PROGRESS SERIES 


Number Twelve 


Among the many progressive features adopted recently 
by this Company will be found the following: 


A reduction in Term rates 


A new Commercial 20 Payment Life and a new 20 Pay- 
ment Endowment at age 85. 


A new disability clause. 
New Annuity rates, including Cash Refund Policies. 


A new Convertible Policy with many attractive features 
definitely guaranteed. 


A live company with an excellent line of policies and 
low guaranteed rates backed by a large capital and 


THE COLUMBIAN 
NATIONAL LIFE 
INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS. President 


CORRESPONDENCE WELCOMED 
BY AGENCY DEPARTMENT 
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Darwin P. Kingsley Predicts 


It appears unlikely to DARwin P. KINGs- 
LEY, president of the New York Lire, that 
man’s span of like will be extended very 
far by improvements in hygiene, control of 
disease, and so forth, beyond 60 years, the 
limit for almost half the human race. 
Therefore, he must learn to accomplish 
more in the short time permitted him on 
earth, Mr. KincsLey declared recently in 
an article printed in Hearst newspapers. 

Mr. KINGSLEY ventures the hope that 
soon we may be able to cram 1,000 years 
of activity into 70 calendar years. In fact, 
he says it will come to pass, because the 
present generation on the basis of activities 
lives twice as long as our ancestors of even 
a generation ago. Marvelous development 
in science has come with the raising of 
man from “protoplasm to rationality,” Mr. 
KINGSLEY says. But it is conceivable that 
the human brain, now far improved over 
the past but yet only “fractionally” devel- 
oped, some day will become 100 percent 
useful. Only thus will man be civilized, 
Mr. KINGSLEY says. 

And even then he will be prey to a 
nature that appears to be constantly trying 
to kill off its finest achievement, and prey 
to another force, misrule of civilized coun- 
tries by demagogues who are permitted 
control because thinking men and women 
are engrossed in science and business. Un- 


less democracy is ruled by its best element 
it inevitably must fail, Mr. KINGSLEY says. 

All of which appears to be far from ‘the 
subject of insurance, but is really very 
close, for insurance takes in every human 
activity. When men come to perform a 
year’s work in a month they will have 
twelve times greater economic value and 
therefore should carry life insurancé in 
proportion—and probably will. ‘It is a 
pleasing prospect for agents, but the pic- 
ture will not be complete until men of in- 
telligence have found the way to add to 
their life span. 

Life insurance men, who already are ac- 
tive in civic affairs, also should contem- 
plate the darker side of Mr. KINGSLEy’s 
discussion, for only thraugh fairly close 
adherence to the principles laid down by 
our Revolutionary fathers has life insur- 
ance in America been able to become the 
magnificent thing that it is. If the demo- 
cratic form of government here should suf- 
fer catastrophe at the hands of politicians, 
life insurance would suffer along with the 
thousands of advantages which Americans 
now accept as commonplaces, but which 
less fortunate nations look upon with envy. 
That is why Mr. KrncGstey sees danger to 
life the tendency to 
leave government in hands of the 
political wolf packs. 


insurance through 
the 


Valuable Life Insurance Publicity 


THE publication of the “Life Payments 
Localized” issue of THe NATIONAL UNDER- 
WRITER a couple of weeks ago has brought, 
the life insurance busi- 
ness the greatest amount of -publicity 
it has received this year. An editorial 
copy of this issue was sent to some 
4,000 daily, weekly and monthly publica- 
tions throughout the United States with 
date. The clippings already 
received indicate that every 
paper has devoted a considerable amount 
to the benefits which life in- 
extends and the increasing 
economic factor which it has become. 
Last year over $2,000,000,000 was paid 


we believe, to 


a release 
virtually 


of space 


surance 


to the public by the life companies 
and these payments are increasing 
very rapidly year by year. It is 


fair to say that only now is life insur- 


ance commencing to function in a big 
way and the returns commencing to 
come in. What will this system be 


doing for the American people 10 or 
20 years hence? 

One interesting phase of the publicity 
being received is the large number of 
editorials which are being written in 
the daily papers in connection with the 
published. Editors of 
papers are being encouraged to com- 
ment editorially on the facts presented 
in the “Life Payments Localized” issue. 
The response has surprisingly 
heavy. Life insurance men who are in 
touch with their local papers can stimu- 
late this on the part of editors by call- 
ing attention to interesting facts pre- 
sented in the special issue. 

Tue NATIONAL UNDERWRITER firmly be- 
lieves that the objections presented by 
life men to the publication of names 
and amounts of policy claims are much 
greater on their own part than on the 
part of the beneficiaries. It is true that 


news _ stories 


been 


it is a canvassing argument to be able 





to say that a man may have his life 
insurance estate probated without pub- 
licity, that the company does not give 
out the figures, etc., but when all is said 
and there is no reason why 
amounts of life insurance estates should 
not be published any than any 
other kind of an estate or any more 
than fire insurance or casualty claims. 
The benefits to the business from this 
publicity are indeed very great. When- 
ever a claim is paid, it is a demonstra- 


done, 


more 





tion of the value of life insurance. Ip 
virtually every case of a claim payment, 


it will be found that beneficiaries are 
enthusiastic in their endorsement of the 
Why not cash in 
The attitude of 
agents 


life insurance system. 

on this endorsement? 
and 
are convinced, far- 
sure that the day 


certain companies on this 


question is, we 
fetched and we 
will come when most life insurance men 
will see the benefits of publicity in these 
matters. 


are 








PERSONAL SIDE OF BUSINESS 
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Sam F. Clabaugh, president of the pro- 
tective Life of Birmingham, now wears 
the title of major. He has been ap- 
pointed a major in the ordnance reserve 
corps. 


Jim G. Ferguson, vice-president of the 
Continental Life of St. Louis, in charge 
of its accident and health a 
returned to his desk last week after an 
8,000-mile business trip through the 
western states in which the company 
operates. He visited various agencies 
for the company and also established 
new relations which are expected to in- 
crease the volume of accident and health 
insurance written by the company. 


of the various Balti- 
last week tendered 
a farewell dinner to Fred L. Mason, 
formerly manager of the Travelers in 
Baltimore, who is to take charge of the 
Chicago office of the Travelers. 

Friend L. Wells, general agent of the 
Aetna, was toastmaster and E. J. Becker, 
Columbia National Life, was chairman 
of the meeting. 


The managers 
more life agencies 


Bradford H. Walker, president of the 
Life of Virginia, is back at his desk, 
following a pleasant vacation trip that 
carried him as far as Los Angeles, the 
former home city of Mrs. Walker who 
accompanied him on the trip. Before 
returning to Richmond Mr. and Mrs. 
Walker visited his uncle, John G. Wal- 
ker, former president of the Life of Vir- 
ginia, now chairman of the board, who 
is spending the summer at Atlantic City. 
the 


John N. Lawler, president of 


Union Life of Richmond, Va., an indus- 
trial and sick benefit company, died 
Aug. 20, aged 51. Although he had 


been ill several months, his death came 
rather unexpectedly. In addition to 
being president of the Union Life, he 
was practically the sole owner of the 
company. He acquired control of it 
about 10 years ago and it made rapid 
progress under his direction and man- 
agement. A year ago he bought out the 
National of Norfolk, merging it with 
the Union. 


A. V. Mozingo of os Angeles, super- 
intendent of Pacific Coast agencies for 
the Jefferson Standard Life, has been 
spending several days at the home office. 
On his wav to and from Greensboro, 
Mr. Mozingo inspected various com- 
pany agencies. 

Ernest J. Clark, Maryland state agent 
of the John Hancock Mutual Life and 
president of the American College of 
Life Underwriters, accompanied by Mrs. 
Clark, is spending his vacation at Ken- 
nebunk, Me. 


Darby A. Day of Chicago, manager of 
the Union Central Life, is a man of 
varied talents and has a number of in- 
terests outside of life insurance. Just 
now his time is partly absorbed as presi- 
dent of the new Fire Insurance Com- 
pany of Chicago, with $2,000,000 capital, 


which has just been licensed. Mr. Day 
during recent months had charge of 
the stock selling organization and 





financing of the company. Whether he 





will continue as president remains to 
be seen. At the present time consider- 
able of the burden of getting the com- 
pany started rests on him. 


Alanson B. Shepard, agency superin- 
tendent for the National Life of Ver- 
mont, has been in San Francisco con- 
ferring with Frank P. Ebertz, general 
agent, for several days. 


William D. Van Dyke, president of the 


Northwestern Mutual Life, was the 
recipient of many congratulations and 


good wishes from friends and associates 
on the occasion of his 73rd_ birthday 
anniversary which he observed last week. 
This year also marks the 25th anniver- 
sary of Mr. Van Dyke’s connection with 
the company. He became associated 
with the Northwestern Mutual in 1904, 
successively becoming trustee,  vice- 
president and president. 


Maurice Hartwell has been appointed 
actuary of the People Life of Frankiort, 
Ind. He succeeds Arthur L. Unzger- 
leider, who has joined the brokerage 
firm of Samuel Ungerleider & Co. of 
New York. He will have charge of the 
new business and statistical department. 
Mr. Hartwell has been doing actuarial 
work in Michigan. 


Arthur C. Parsons, vice-president and 
assistant superintendent of agencies of 


the Pacific Mutual Life, becomes vice- 
president of agencies. He will take 
over the agency duties of Vice-Presi- 


dent D. M. Baker, who has been in- 
capacitated for some time. Mr. Baker 
is still laid up and there is need of some- 
one to be in charge of agency opera- 
tions. He joined the Pacific Mutual 
Life after serving as San Francisco man- 
ager for a number of years. 


Frank N. Everett, assistant secretary 
of the Missouri State Life, attended an 
agency meeting of the company’s Des 
Moines branch Wednesday. Under the 
leadership of Manager J. Carter Witt, 
the Des Moines branch has written $1,- 
833,300 of new business during the past 
seven menths of 1929. 


Russell L. Jones, assistant secretary 
of the Phoenix Mutual Life, has been 
appointed police commissioner in Hart- 
ford. 

Ethelbert Ide Low, president of the 
Home Life of New York, has announced 
the appointment of Dr. George E. 
Woodford as assistant medical director. 


Dr. Woodford was for a number of 
years an outstanding and successful ex- 
aminer for several of the companies in 
Detroit. Following this experience, he 


was appointed assistant medical director 
of the Connecticut General Life. 

Dr. Woodford will have direct charge 
of the medical situation in the city « 
New York, and in addition will assist 
Dr. C. F. S. Whitney, medical director, 
in certain work of the medical depart 
ment, 


A group life and accidental and dis- 
memberment insurance policy with ’ 
erage of $114,000 has been adopted by 
Motor Castings Company of West A 
Wis., covering 109 employes. 
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MADE LOUISVILLE MANAGER 





Harry C. McNamer of Chicago, Head 
of Brokerage Work of Union 
€entral, Is Promoted 





Harry C. McNamer, manager of the 
brokerage department of the Darby A. 
Day Agency of the Union Central Life 
in Chicago, has been appointed manager 
for the company at Louisville. He 
succeeds L. L. Anderson, who retired 
about a year ago because of impaired 
health. The Louisville branch is one 
of the leading offices of the company. 
Mr. McNamer brings to this managerial 
a well rounded experience in the 


post . ~ He 
business. He has been in the life insur- 
ance field in Chicago for 16 years, 


and during most of this time he has 
represented the Equitable Life of New 
York. He organized the brokerage de- 
partment for the Day Agency about six 
months ago. 

Mr. McNamer is well known in life 
insurance circles, not only in Chicago, 
but nationally, being a former president 
of the Chicago Association of Life Un- 
derwriters, and having served the Chi- 
cago body for six years as its representa- 
tive on the executive committee of the 
National association. He is also a mem- 
ber of the board of directors of the 
Insurance Federation of Illinois. Mr. 
McNamer is the author of “Life In- 
come Insurance and How to Write it,” 
a book which deals with a phase of life 
underwriting in which he has special- 
ized for many years. He has appeared be- 
fore many life underwriters’ organizations 
and company conventions as a speaker 
on various insurance sales subjects. 

The Louisville branch of the Union 
Central has been producing at the rate 
of about $2,000,000 a year for the past 
few years. Mr. McNamer recently ad- 
dressed the Union Central agency con- 
vention in Los Angeles on “The Sales 
Talk,” which was widely quoted iv the 
insurance press. 


MAKES SEVERAL CHANGES 


Ohio National Names Men in Kansas 
City, Indianapolis and Jack- 
son, Miss. 


J. J. Davis, formerly with the Bank- 
ers Life, becomes general agent of the 
Ohio National Life at Indianapolis, suc- 
ceeding C. C. Knudson, who will open 
a general agency of the company in 
Chicago on the north side. 

Another new general agency of the 

Ohio National is that at Kansas City, 
Mo., where W. R. Prugh, with office 
at 308 Dwight building, has been ap- 
pointed. He was formerly with the Mis- 
souri State and National Fidelity. 
_C. H. McCoy and J. O. Damper have 
become general agents of the Ohio Na- 
tional at Jackson, Miss., with office at 
151 East Capitol street. 

The Ohio National is 22 percent ahead 
in its new business thus far this year 
a compared with last year. 





Adams-Jacobs Company 


The Adams-Jacobs Company, old es- 
: sd Cleveland agency, has been 
nted general agent there for the 
al Trust Life of ‘Chicago, following 
nauguration of a life department. John 





Stady, an experienced life insurance 
man, has been placed in charge as 
manager, 





AUMAN MADE GENERAL AGENT 


Well Known District Manager of 
Northwestern Mutual at Freeport, 
Ill., Takes North Dakota 


Ed F. Auman, district agent for the 
Northwestern Mutual Life at Freeport, 
Ill., has been appointed general agent 
in North Dakota with headquarters at 
Fargo. 

Mr. Auman is succeeding W. W. Ful- 
ler, who is retiring owing to ill health. 
He will remain with the agency as per- 
sonal producer. David H. Hardie, who 
has been an agent in Mr. Auman’s office 
at Freeport, succeeds him as district agent. 
Mr. Auman entered the service of the 
Northwestern Mutual in 1912 starting 
as a sub agent at Mt. Carroll, Ill. In 
1914 he gave his full time to the com- 
pany and a year later was made district 
agent. He organized the northwestern 
district agency at Mt. Carroll. In 1925 
he was transferred to Freeport to take 
charge of that district. 


J. W. Moore 


J. W. Moore, for nine years manager 
for the Acacia Mutual Life at Raleigh, 
N. C., has resigned to become general 
agent there for the home office agency 
of the Occidental Life of Raleigh. Mr. 
Moore has been in the life insurance 
business for many years and has been 
active in Raleigh civic and fraternal 
affairs. 


Edmond Mayer 


Edmond Mayer of Elk City, Okla., 
has been named manager of the west- 
ern Oklahoma territory for the Amer- 
ican National of St. Louis. 


Olmstead Agency 


The Peoples Life of Indiana has ap- 
pointed the Olmtsead agency at Des 
Moines as state agent in Iowa. Oliver 
C. Miller, who was formerly a president 
of an lowa company, is in charge of 
the life department. It has opened of- 
fices in the Capitol theatre building in 
Des Moines. 


John H. Kincheloe 


The State Mutual Life has appointed 
John H. Kincheloe, Kansas state agent 
with headquarters at 912 Central build- 
ing. 





Lee Parker 


Lee Parker, who was recently elected 
president of the Charlotte Association 
of Life Underwriters, has been appointed 
general agent for the Pacific Mutual 
Life with offices at 7 East 4th street, 
Charlotte. Mr. Parker was formerly 
general agent for the National Life. 


O. H. Bynum 


The Pan-American Life announces the 
appointment of O. H. Bynum as district 
manager at Amarillo, Texas. Mr. Bynum 
has been associated with the company’s 
Dallas office for several years. 


John M. Rhodes 


John M. Rhodes has been named gen- 
eral agent at Detroit for the Mutual 
Trust Life of Chicago. He has been in 
the business since 1921 with a large 
eastern company. 





F. J. Budinger 


Harry W. Menold, Chicago manager 
of the Franklin Life, has resigned owing 
to other interests requiring attention. 





The A & H Review 


A monthly magazine for health 
and accident salesmen. $2 a year. 


























Organization— 


(Advertisement 4 of a series) 


Equipped with shields, aggressive weapons and 
complete equipment the ancient gladiators were 
ready for battle. Success of these old battles 
oft depended as modern battles do on the strat- 
egy of the leaders and the organization behind 
the men. 


Shield Men of the National Life and Accident 
are backed by an organization efficiently man- 
aged—men of high standing—a steady growth— 
fair premium rates—an organization with Cap- 
ital and Surplus of $4,627,417.88. With such 
strong backing, representatives of this organiza- 
tion find it profitable to wear the Shield button 


It pays to be a Shield Man! 


NATIONAL 
LIFE AND 
ACCIDENT 


INSURANCE 
COMPANY 


INCORPORATES 


SHIELDS 





TUNE IN 
ON w.S.M. 


NASHVILLE 
TENNESSEE 
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Just After Its Year 
of Greatest Progress 


—this Company is establish- 
ing new records of production 
month by month. Splendid op- 
portunities in nine Pacific 
Coast and Rocky Mountain 
States for industrious men 
with good records. Direct 
Home Office contracts that 
give you all you earn. 


CALIFORNIA STATE LIFE 
INSURANCE COMPANY 


J. ROY KRUSE, President 
JAMES H. COLLINS, Supt. of Agencies 


Home Office: Sacramento 








STATE MANAGER 
FOR NEBRASKA 


Contract second to none, on com- 
mission and renewal basis. Allow- 
ance for office rent and telephone. No 
advance—no salary. If you are a 
producer and can organize a sales 
force this is the contract you want— 


write 


O. L. HOLLAND, President 


AMERICAN NATIONAL 
ASSURANCE CO. 
3719 Washington Blvd, St. Louis, Mo. 














F. J. Budinger, an agent for the Frank- 
lin in Chicago, is placed in charge of the 
office. Mr. Budinger is a brother of J. 
A. Budinger, actuary of the Calumet 
National Life of Chicago. 


Col. H. H. Sterns 


Col. H. H. Sterns, formerly cashier 
of the Mutual Life of New York at Ed- 
monton, Alta., has been appointed dis- 





trict manager of the Calgary, Alta, 
branch of the Equitable Life. 





Fidelity-Mutual Appointments 
Harold A. Ransom has been appointed 
manager of the Fidelity-Mutual Life a 
Rutland, Vt., with offices in the Chaf. 
fee building. Samuel M. Klein has heen 
appointed manager of one of the Phil. 
adelphia agencies. 
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SUICIDE QUESTION FOR JURY 





Massachusetts Court Holds Indentifica- 
tion of Body Also Matter for 
It to Decide 





In Truedson vs. Metropolitan Life, 
supreme judicial court of Massachusetts, 
158 N. E. 350, the company issued a 
policy to one Truedson, who was em- 
ployed as a roundhouse machinist by a 
railroad company. 

A few minutes before noon the in- 
sured talked with his shop foreman 
about the repairs of a certain engine. 
Insured was never seen alive thereafter. 
About 2 p. m. the same day a body was 
found in the firebox of a locomotive, 
but it was so badly burned that positive 
identification was not possible. 

The company denied liability on the 
ground that the remains found in the 
firebox were not sufficiently identified to 
justify a holding that they were the in- 
sured’s. Further, the company took the 
position that if the body found was that 
of the insured he had committed suicide, 
which would void the policy. The trial 
court directed a verdict for the company. 
On appeal the higher court in ordering 
judgment for the beneficiary said: 

Held Question for Jury 


“It is contended that the evidence— 
whether the body found was the body 
of the insured—amounts to mere con- 
jecture, and identification was not proved. 
The nature and conditions of the em- 
ployment, the short period of time elaps- 


ing between the time when he was last 
seen alive, discharging his accustomed 
duties, and the finding of the body, 
coupled with his sudden and complete 
disappearance from his home and the 
community in which he lived and the 
fact that no information had been re- 
ceived that he was still living, tended 
to support the plaintiff’s contention that 
he was not living when proof of death 
was made. We can not hold as matter 
of law that there was no evidence for 
the jury on this issue. 

“It is urged by the defendant that 
there was conclusive proof of suicide. 
But there is no presumption that he 
committed suicide. . . . The credibility 
of the defendant’s witnesses and _ the 
weight to be given to their evidence were 
for the jury, under appropriate instruc- 
tions. It was for the jury to determine 
whether the defendant had proved facts 
which conclusively excluded every other 
reasonable hypothesis of death.” 





Myer Agency Lunches 
The George A. Myer Agency of the 
Guardian Life in Baltimore held its semi- 
annual luncheon recently. About 24 
members of the agency attended and Mr 
Myer presided. 





John Hancock Holds Outing 


More than 200 employes of the Woon- 
socket, R. I., office of the John Han- 
cock Mutual Life held their annual out- 
ing at Rocky Point the past week. A 
wide variety of sports were in order 
for the afternoon followed by a shore 
dinner. 
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CENTRAL WESTERN STATES 











EXECUTIVE GROUP MEETING 





Illinois Leaders Gather at Bloomington 
to Discuss Affairs of Importance 
in Business 





The executive committee of the IlIli- 
nois State Life Underwriters Associa- 
tion met at Bloomington Thursday of 


this week. Ralph D. Lowes of the 
Lincoln National Life at Peoria is 
president. Herbert Hendricks of the 


Equitable of Iowa at Decatur is first 
vice-president; C. C. Weber of the Un- 
ion Central at Springfield is second 
vice-president; L. P. Livengood of the 
Minnesota Mutual at Danville is secre- 
tary; C. H. DeLong of the Peoria Life 
at Champaign, former president, is on 
the committee. Walt Tower, managing 
director of the Chicago association, was 
present. 





Heifetz Agency on Toes 


The Samuel Heifetz Agency of the 
Mutual Life of New York in Chicago 
is going at a great clip this year in 
spite of the summer slump. The agency 
wrote $1,600,000 of business in July 
and for the first half of August wrote 
about $1,300,000. 





Pay Wife’s Insurance 


The last of the insurance which Victor 
H. Baker, Fond du Lac county rabbit 
breeder, and former Berlin, Wis., chiro- 
practor, carried on his wife’s life has 


been paid to him by a New York insur- 
ance company. Mr. Baker lost his wile 
while they were on a camping trip but 
was acquitted of murder charges. The 
amount of the company’s check was 
$12,569.75. The policy on which the 
money was paid had a face value of 
$5,000 but carried double indemnity in 
the event of accidental death. 





Group Insurance Authorized 


The Milwaukee countv board 
authorized to provide group insurance 
for its officers and employes under terms 
of Senator Bernhard Gettelman’s bil! 
which has been approved by Governor 
Walter J. Kohler. The employes of the 
county now have a campaign under way 
to bring the idea of group insurance 
for county employes into public favor 
and conferences are being held with rep- 
resentatives of various insurance cM- 
panies relative to policies. 


Mutual Seeks to Limit Liabilities 


The appellate court at Mount Vernon 
Ill., has sustained the ruling of the cit 
cuit court of Williamson county in favor 
of Mrs. Susan Jones, who is seeking 0 
collect $1,000 under a policy carried 
by her husband with the Loaleen Mu- 
tual. The company was recently or 
ganized under new Illinois statutes and 
endeavored to deliver a new policy o 
the value of $500 after the insured had 
reached age 70. The company contends 
that this is legal limit of its liability 
and has appealed to the supreme court 
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IN THE SOUTH AND SOUTHWEST 














STILL TOPIC OF INTEREST 





Purchase of the Southwestern Life Re- 
ceives Much Comment in Texas 
Insurance Circles 





The purchase of the Southwestern Life 
of Dallas by the Missouri State Life 
js interesting owing to the fact that in 
days gone by O. S. Carlton, who was 
then president of the Great Southern 
Life of Dallas, went to St. Louis to 
meet the board of directors of the Mis- 
souri State Life, believing that he had 
control of 51 percent of the stock of 
the latter company. It was his plan then 
to merge it with the Great Southern. 
When it came to a showdown Mr. Carl- 
ton did not have the requisite number 
of proxies and the deal fell through. 

The purchase of the Southwestern 
Life is the topic de resistance in Texas 
life insurance circles. It is the strongest 
company in the state, having more than 
$250,000,000 in force and is enjoying 
the biggest year in its history. It is 
stated that President T. W. Vardell 
wishes to retire from the insurance busi- 
ness. He developed into one of the 
leading executives of the state, taking 


advantage of the situation when the 
Robertson law was enacted in Texas 
requiring a certain percentage of re- 


serves on Texas business to be invested 
in Texas securities, resulting in a num- 
ber of the old companies retiring from 
the state. He organized the Southwest- 
ern Life and it has forged ahead under 
his leadership in a wonderful way. 


New Directors for Bankers Credit 

The Bankers Credit Life of Birming- 
ham, Ala., has added John T. Cochrane 
of Mobile and Judge W. D. Stapleton 
of Bay Minette to its directorate. They 
will fill vacancies left by the deaths of 
Judge Thomas C. McClellan and Sidney 
J. Bowie. 





Love Incorporates Agency 


William DeLoss Love, general agent 
at Richmond, Va., for the Connecticut 
Mutual, has incorporated his agency 
under the title of William DeLoss Love, 
with himself as president. Other officers 
are: Harry C. Whiting, secretary, and 
R. R. Parrish, treasurer. Mr. Love has 
been general agent for several years, cov- 
ering all of Virginia except some counties 
in the northern section. In that period 
his agency has shown marked progress. 











A PURELY MUTUAL 
Company / 


If You Have Knocked 
the “‘T” Out of “‘Can’t” 


WE CAN GIVE 


|. You a liberal first year commission. 
2, An unexcelled renewal commission. 
3, Your beneficiary a renewal pension. 








Last year it paid for approximately $4,- 
000,000 business. This year, it expects 
to produce at least $5,500,000. The 
agency is in the State-Planters Bank & 
Trust building in Richmond. Mr. Whit- 
ing, secretary of the agency, is office 
manager. It is understood that agents 
affiliated with the office will be given 
opportunity to acquire stock in the cor- 
poration. 





Sue for Banker’s Insurance 


Suit has been filed by Judge C. E. 
Thomas, state superintendent of banks, 
against the estate of the late Dr. A. W. 
Bell, president of the defunct Woodlawn 


Savings Bank of Birmingham, Ala., 
charging that he embezzled money used 
to pay insurance premiums from the 


bank and that therefore the insurance 
money should go to the bank. 

The Alabama law allows all insur- 
ance in excess of the amount on which 
$1,000 will pay the annual premium to 
be diverted to the payment of creditors’ 
claims. 

Dr. Bell is reported to have carried 
about $300,000 life insurance. He was 
drowned in the Warrior river two hours 
after his bank had to close its doors. 





Mortality Rate Increases 


Alabama’s mortality rate for the first 
six months of 1929 jumped 1.1 per 1,000 
population over the corresponding pe- 
riod of last year according to the bu- 
reaus of communicable disease and vital 
statistics of the state health depart- 
ment. The rate was 13.4 against 12.3 
for the same period of 1928, the increase 
being ascribed primarily to the influenza 
epidemic in January. 

The death rates from automobiles 
also showed an increase, the rate for 
1929 being 14.8 as compared to 12.0 in 
1928 and 12.3 in 1927. 





Two Companies Enter Arkansas 

The Liberty National Life of Birming- 
ham, Ala., and the Reinsurance Life 
have been admitted into Arkansas. 


Conducts School at Fort Worth 


T. D. Blair, agency manager of the 
Pilot Life, conducted a special training 
school at Fort Worth, Tex., the week 
of Aug. 12-19. 








PACIFIC COAST | 

















COMPANY IS NOW EXPANDING 


Continental National Life of Denver Is 
Extending Its Operations and In- 
creasing Its Scope 


The Continental National Life of Den- 
ver, which began writing business 
February this year, is now licensed in 
Colorado, New Mexico and Montana, It 
has $2,500,000 insurance in force. It is 
making commendable progress and will 
branch out during the year in other 
states. The Continental National was 
organized by a group of Kansas bank- 
ers. They established a holding com- 
pany to finance the ownership of major 
portion of stock of old line companies. 
The holding company owns 100 percent 
of the Continental National Life. The 
assets are $1,150,000. It is anticipated 
that there will be approximately $7,- 
000,000 on the books at the close of this 
year. It is expected that dividends will 
be paid on the capital stock in a year’s 
time. The holding company operates in 
Idaho, Montana, Colorado and Kansas. 
The two companies are being operated 
on an economical basis. 


Big Results From Small Territory 


E. E. Nelson of Madera, Calif., who 
represents the State Life of Indiana, is 


“Those Stones Will 
be Held Sacred” 


When we build let us think that we build forever. 
Let it not be for present delight, nor for present use 
alone, let it be such work as our descendants will 
thank us for, and let us think, as we lay stone on 
stone, that a time is to come when those stones will 
be held sacred because our hands have touched them, 
and that men will say as they look upon the labor 
and the wrought substance of them, “See! this our 


fathers did for us.” 
John Ruskin, 


In this spirit our Manpower campaign was designed. 
The Penn Mutual, determined to fulfill its function as a 
widespread distributor of the benefits of life insurance, has 
set up a system of recruiting, training, and supervision,— 
all to the end that the specific needs of an ever-increasing 
proportion of the population of the United States may be 
adequately covered through Penn Mutual service, and by a 
constantly expanding and permanently high-grade organ- 
ization, 


Wm. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres 





The Penn Mutual Life 


Insurance Company 
Philadelphia, Pa. 


Independence Square Founded 1847 




















Apace 
with the timeSe 


The era in which we live is substituting new, 
progressive and modern ideas for the lax, in- 
efficient methods of yesteryear. Recognizing 
the new trends the Shenandoah Life has pro- 
gressed until it is today apace with the times. 


This company has had a rapid and persistent, 
yet very conservative growth. Its reputable 
backing and constructive home office aids have 
enabled agents to find pleasure and contentment 
representing this company. 


Write Mr. Charles E. Ward, Agency Manager 
if interested. 


W. L. ANDREWS 
Sec’y-Treas. 


E. LEE TRINKLE 
Vice-Pres. 


R. H. ANGELL 
President 


SHENANDOAH 


LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 























22 





THE NATIONAL UNDERWRITER 








August 23, 19% 





— 





A POLICY YOU CAN SELL 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 


Any natural death .....++..00- Coeceeseeoses -+»$ 5,000 
Any accidental death........ Pe 
Certain accidental deaths ..........+ I 


Accident Benefits $50 per WEEK for fifty-two weeks 
*$25 per WEEK thereafter (non-cancellable) 
Disability Income, Waiver of Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high value—low 
premiums; age 35, $19.91 per $1,000. Endowment Age 
85—Juveniles age 10 years and upward—Monthly In- 
come—Non-medicaL 


Insures and assures your client’s future and yours. 


Are you interested in an agency? Our Vice-President 
Eugene E. Reed, will tell you all about it. Write 
him direct . . . and directly. 


UNITED LIFE 


Concord New Hampshire 


ll ll 
GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. j. ALEXANDER 
President Secretary 





AND ACCIDENT 
INSURANCE COMPANY 


Inquire! 





Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 








General Agents and Managers 
Wanted in Illinois by the 


CALUMET NATIONAL LIFE \ 


9th Floor Insurance Exchange, Chicago 


Capital, $500,000 Surplus, $500,000 
Contingent Reserve, $500,000 


ROBERT H. BEARD, 
Vice-Pres. and Genl. Mgr 






E. D. SEIP, 
President 








Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 
Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
STANDARD ORDINARY AND INDUSTRIAL POLICIES 


J.N. WARFIELD 


, President A. W. MEARS, Secretary 
J. BARRY MAHOOL, Vice-President DR. EDWARD NOVAK, Medical Director 


company’s California 
agency, according to Arthur J. Hill, 
California manager. Mr. Nelson has 
been an outstanding figure in life insur- 
ance sales ever since joining the State 
Life’s force 14 years ago, but 1929 will 
be his biggest year. Up to date he has 
written almost $500,000 of 1929 busi- 
ness and has set his goal at $750,000 
before Dec. Ist. 

He confines his activities almost ex- 
clusively to Madera county which has a 
population of only about 15,000, He 
has around $3,000,000 State Life policies 
now in force in that community. 


leading that 











San Francisco Office Leads 


The San Francisco office of the Phoe- 
nix Mutual Life made 145 percent of 
its quota during the month of july thus 
leading all agencies of the company, 
according to ‘C. W. Peterson, manager. 
All but three members of the agency 
made their July quotas in paid premiums 
and at the present rate of production 
this office will more than double its 
business during 1929. 





Writes Record Volume 


Agents of the Colorado Life of Den- 
ver wrote more than $850,000 of new 
business in July, the largest month in 
the company’s history. This production 
was a direct result of the company’s 
entering Montana in June, following a 
period in which it confined itself en- 
tirely to ‘Colorado. The company is 
extending rapidly, having taken on more 
than 60 agents in the last month or so. 


—= 






The Colorado Life now has assets ¢ 
more than $1,000,000 as compared wit) 
| $634,000 Jan. 1 of this year, and th 
surplus has increased in that time frop 
| $57,000 to approximately $100,000, a. 
| cording to J. M. Campbell, president, 








Planning Commission Member 


Frank G. Porter, Lincoln Nation, 
agent at Seattle, has been appointed , 
member of the planning commissioy 
of that city. This commission handle 
all matters pertaining to the business 9 
the city with particular attention to ney 
projects. 


New Agent Leads 500 


Armor P. Ditter of Yakima, who be. 
came an agent for the New World Life 
less than a month ago, defeated 5 
other agents for the president’s trophy 
which is awarded to the agent writing 
the largest amount of insurance above 
his quota. 

In announcing the award, John W 
Cadigan, agency manager, reported th 
New World Life showed a gain of $261, 
000 in July over the same month in 
1928, 








Spinney Opens Office 





William R. Spinney, who recently ar. 
rived in San Francisco to manage th 
State Mutual Life of Worcester, Mass 
has established offices for the company 
in the Standard Oil building. The State 
Mutual has just received its license to 
operate in California. Prior to coming 
to San Francisco Mr. Spinney was active 





in life association circles in Boston. 








NEWS ABOUT 


LIFE POLICIES 








Policy Literature. Rate Books, etc. 


PRICE, $4.00 and $2.00 respectively. 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Digest” and “‘Little Gem,” Published Annually in May and April respectively. 


Supplementing the “Unique Manual- 











ADD TO NEW DIVIDEND SCALE 





Phoenix Mutual Announces Schedule on 
Several Forms—Effective Last 
Half of 1929 





Additions to the Phoenix Mutual 
Life’s new dividend schedule for the last 
half of 1929 and the first half of 1930 
have been announced. The new scale at 
five-year intervals for $1,000 policy on 
several forms is given below: 

“Seventy Special” 25 Payment 














"The ever-climbii 
The Lincoln National Life 
of Fort Wayne, Indiana, 
a million mar. 


#692, 666.021. 


insurance in force 


epee ed the seven~ 
at mid-year 1929, 





Est. 
Accum. 
--Dividend Year—, in 20 
Age Pre 1 10 2 yrs 
Bm ecsees $19.16 $2.36 $3.95 $5.71 $115 
20 20.69 2.46 4.21 6.20 123 
25 22.56 2.62 4.55 6.33 132 
me eesece 24.85 2.82 4.99 6.55 140 
35 27.73 3.10 4.95 6.85 147 
OP «ene 31.44 3.38 5.00 7.24 150 
— Pe 36.37 3.18 5.09 8.04 154 
a saeees 43.19 3.05 5.31 8.86 162 
aD wiene00 52.80 3.01 6.18 9.78 179 
“S. 8.” Endowment at 70 
ere $15.20 $2.44 $3.65 $4.80 $106 
a? -snmewe 17.01 .54 3.93 5.39 115 
a eaeene 19.36 2.69 4.32 5.56 125 
a. ee aaws 22.45 2.88 4.83 5.95 135 
me sv<ees 26.60 3.13 4.88 6.54 144 
oP saeces 32.31 3.38 5.07 7.50 153 
45 . 3.09 5.47 9.38 166 
50 2.86 6.27 eee 194 
55 2.61 8.24 131 
60 2.13 12.04 77 





figure of 


Insurance Company 





“Ss, 8S.” 25 Year Endowment 





a «tases $33.05 $2.07 $5.01 $8.60 $147 
Fe 33.37 2.2 5.17 9.04 182 
a seeens 33.83 2.38 5.37 9.01 157 
30 34.52 2.62 5.68 9.01 18 
P. ¢eamew 35.61 2.93 5.55 9.02 165 
Oe” sesses 37.44 3.25 5.48 9.06 166 
a <cpae 40.53 3.09 5.47 9.38 166 
? <séenes 45.71 3.01 5.56 9.76 17 
Oe e<cenen 54.04 2.98 6.30 10.29 18) 
“S. S.” Protection to 60 
c———— Prem. Year 
Age Prem. 1 5 10 20 
a ¢a<een $11.43 $2.35 $2.49 $3.21 $3.83 
— 12.22 2.46 2.64 3.42 3.50 
a aviees 13.21 2.57 2.81 3.69 3.11 
eee 14.49 2.76 3.09 3.34 2.58 
a? se0ven 16.17 2.91 2.72 2.96 1.8) 
OP secone 18.43 2.51 2.33 2.46 o 
oP eases 21.56 2.13 1.88 1.82 
Retirement Income at 60 
c——Dividend Year—— 
Age Prem. 1 2 5 10 20 
15 ....$20.18 $2.34 $2.45 $2.82 $4.03 $5.9 
20 . 23.55 2.42 2.56 3.02 4.43 6.8 
25 28.08 2.50 2.69 3.29 4.95 7.6 
30 .... 34.38 2.62 2.86 3.65 5.67 8.98 
35 - 43.50 2.76 3.09 4.14 6.15 111 
40 -- 57.54 2.83 3.14 4.24 7.13 155 
45 -- 81.33 2.26 2.79 4.63 9.11 
50 --129.28 1.33 2.32 65.72 14.17 
55 - -274.58 85 3.31 123.26 ... 





New Retirement Units 


A new rule on minimum and max- 
mum ages for retirement annuities ha: 
been issued by the Equitable of Ne* 
York effective Sept. 1. For annut 
premium contracts where the age at 
sue is 40 or under the lowest option 
retirement age that will be inserted = 
the contract is 50 and the highest 7 
For contracts issued at ages 41 to % 
the lowest optional retirement age is ! 
years greater than the age at issue am 
the highest is 70. For ages of issu 
between 51 to 60 the lowest retiremet 
age is five years greater than the ast 
of issue and the highest 70. For com 
tracts issued at ages 67 to. 77 the low 
est retirement age that will be insert 
is three years greater than age at issut 
and the highest is 10 years greater. 

On single premium retirement annt 
ities the lowest age that will be auto 
matically inserted in the contract Ww" 
be 50 for ages at issue up to 47 inclt- 
sive. Where ages at issue are 48 to © 
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will be the age at issue plus three years. 


ages at issue up to 60 and for ages at 


‘tal disability to perform the duties of 





‘r total disability from sickness for one 
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LIFE INSURANCE EDITION 








inclusi ve the lowest age to be inserted 
The highest retirement age will be 70 for 


issue 61 to 67 inclusive, the highest re- 
tirement age will be 10 years greater. 





Security Life of Chicago 


The Security Life of Chicago has re- 











duced the age limit on its juvenile poli- 
cies from 10 to 5 years. 





Peoples Life of Chicago 


The Peoples Life of Chicago has re- 
duced its rates on whole life and 20 pay 
life forms so that they are identical 
with the Travelers’ rates. Its old whole 
life and 20 pay life forms are made en- 
dowment at age 85. 








ACCIDENT AND 





HEALTH FIELD | 








OPENS RICHMOND OFFICE 





Provident Relief of Washington Reor- 
ganizes—P, L, Earp Given Charge 
of Virginia Agencies 





The Provident Relief of Washington, 
D. C., which recently reorganized after 
being in receivership for several years, 
has just opened a state office in Rich- 
mond, Va., in charge of P. L. Earp, who 
has been with the company for 20 years. 
The major portion of this time he was 
district manager at Lynchburg. All dis- 

trict agencies in Virginia will report 
hereafter through the Richmond office 
instead of reporting direct to Washing- 
ton as heretofore. 

In the reorganization, Mr. Earp was 
elected vice-president and general man- 
ager for Virginia. Other officers, all of 
Washington, are G. R. Norman, presi- 
dent; C. S. Vernon, vice-president; 
Gregory Cipriani, secretary. So far, the 
company has been doing business only 
in the District of Columbia and Vir- 
ginia. It is now planning, according to 
Earp, to branch out and enter other 
states. It will continue to restrict its 
writings to industrial and sick benefit 
lines. In the reorganization, new capi- 
tal as well as new blood was injected 
into the company. Mr. Earp has offices 
in Richmond at 610 Mutual building. 
The district office there remains in the 
Times-Dispatch building. 





CONTEST ON OVER BANKER’S 
INSURANCE; ALLEGE SUICIDE 





The filing of suits at Sullivan, Ind., 
to collect insurance carried by Edgar D. 
Maple, trust officer of the Peoples Na- 
tonal Bank & Trust Company, whose 
mysterious death in January still is un- 

solved, is expected to develop into a 
hard fought legal battle. Suits have been 
iled by the bank to collect on a $100,000 
policy from the Aetna Life, and by Joy 
D. Maple, widow, to collect on a policy 
om the Mary land Casualty. Other 
suits are expected to be brought against 
the Employers Liability and the Travel- 
rs, bringing the total to $165,000. 

The question involved is whether 
Maple was murdered or ended his own 
lie. He was found shot to death on the 
‘oor of the bank Jan. 16. A series of 
mancial and banking troubles developed 

mmediately. 

The plaintiffs will attempt to prove 
that Maple was shot by an unknown 
assailant, while the defense will be that 
% took his own life rather than face 
‘ue financial debacle which followed his 
itath and which he knew was coming. 


PUTS OUT NEW POLICY 
COVERING RAILROAD MEN 





The Federal Life is now writing acci- 
‘nt and health insurance on railroad 
men through the Railway Accident In- 
‘urance Agency of Kansas City, of 
‘ich Samuel C. Clark is manager. The 
boicy covers both sickness and accident 
‘om date of issue, with 90 days allowed 
‘or accident disability to develop. Acci- 
ent disability is paid for life, in case of 





y occupation. Full indemnity is paid 


to 12 weeks, without requiring house 
1ement, and for 52 weeks if sick- 








8s is or becomes confining. For pas- 


senger conductors and yardmasters, $25 
weekly indemnity, $5,000 principal sum, 
the quarterly premium is $9.50 for acci- 
dent only and $22 for accident and 
health; for freight caaieeneen engineers 
and firemen, $20 weekly indemnity and 
principal sum $2,000, quarterly premium 
$16.50 for accident only and $26.50 for 
accident and health; freight brakemen, 
switchmen and yard men, $15 weekly in- 
demnity and $1,000 principal sum, quar- 
terly premium $17 for accident and 
$24.50 for accident and health; machin- 
ists, car inspectors and passenger flag- 
men, $20 weekly indemnity and $1,000 
principal sum, quarterly premium $9.50 
for accident only and $19.50 for acci- 
dent and health. 





INDUSTRIAL CONFERENCE TO 
OBSERVE 20TH ANNIVERSARY 





The Industrial Insurers Conference 
will meet Nov. 12-14 at the Cawthon 
Hotel, Mobile, Ala. It is interesting to 
note that the conference was formed in 
this hotel 20 years ago. The coming 
meeting will, therefore, stress the fact 
that it is the 20th anniversary ‘of the 
organization of the body. 

Nothing definite has been decided as 
to the program but it is probable that 
one day of the meeting will be devoted 
entirely to the discussion of industrial 
life insurance. 


Oliver Resigns From Provident 


H. R. Oliver, manager of the personal 
accident and health department for the 
Provident Life & Accident, resigned his 
connection with that organization. Mr. 
Oliver has been in the accident and 
health business for more than 20 years, 
both in the field and in the home office. 
He has not yet made any announcement 
as to his future plans. 

Mr. Oliver started in the accident and 
health business in 1902 as a _ solicitor. 
He was appointed special agent later to 
cover eastern Pennsylvania for the Gen- 
eral Accident. Following his experience 
in Pennsylvania he was secretary and 
chief claim adjuster with the title of 
vice-president for the Royal Casualty in 
St. Louis until this company was rein- 
sured in 1915. Since 1916 he has been 
with the Provident Life as state mana- 
ger for Pennsylvania, field manager for 
the commercial department, manager 
of the railroad department, and since 
1926 manager of the personal accident 
and health department for the Provi- 
dent, which includes the monthly pre- 
mium, commercial and automobile accli- 
dent divisions. Mr. Oliver expects to 
stay in the accident and health insur- 
ance business. 





Offers 10-Day Elimination Form 


The Federal Life of Chicago is putting 
out a monthly premium accident and 
health policy with a 10-day elimination 
period. Heretofore monthly premium 
policies have been of only two forms, one 
paying from the first day and the other 
with a one week elimination. The re- 
duction in premium is sufficient to en- 
able a man to carry $50 on this basis 
for the same premium that he would 
have to pay for $30 a month, covering 
from the first day. 





Women Conduct Successful Agency 


The D. A. Crichton Agency of the Con- 
tinental Life of St. Louis at Great Falls, 
Mont., which represents the company in 
the accident and health field in three 
mountain states, is unique in that it is 
composed exclusively of women, who 
make a specialty of selling insurance to 

















bigger things. 


policies. 


TOPEKA, - 


TEXAS 


MANAGERS WANTED 


We have openings at present in sev- 
eral choice sections of Texas for ex- 
perienced insurance men with good, 
clean records, who are ambitious for 
Liberal commissions 
and renewals and a wonderful line of 
Replies strictly confidential. 


The Liberty Life Insurance 


Company 
KANSAS 





CHARLES A. MOORE, President 


EDWARD C. WILLS, Superintendent of Agencies 





















Active Markets in 


Insurance Stocks 
Bank Stocks 


Miller Investment Company 


120 So. La Salle St., Chicago 


Telephone Franklin 7888 
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“THE APPEAL OF VALUE KNOWS NO 
BOUNDARY, AND QUALITY SPEAKS A 


UNIVERSAL TONGUE.” 
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NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


BOSTON, MASS. 


Organized 1843 
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accident and health insurance alone will 


accident policy. 


nity. The new form pays double indem- 


nity only in case of private automobile 
accidents. It also gives hospital and 
medical attendance indemnity. For 
$5,000 principal sum and $25 weekly in- 
demnity the premium is $20 a year. 


business women, particularly to school 
teachers and office women. At a recent 
conference with Vice-President Jim 

Ferguson at Helena, Mont., the members 
of the agency organization assured him 
the agency’s income in premiums on 





Recovers on Newspaper Policy 


Held that when two causes join in 
causing an injury, one of which is in- 
sured against, the insured is covered by 
the policy, and in such action, where de- 
eeased was killed in a collision between 
his motorcycle and an electric train, the 
evidence is sufficient to support the find- 
ing that deceased was struck by the 


be upwards of $30,000 during the com- 
ing year. 





Reliance Life New Policy 


The Reliance Life has put out a new 
It writes accident and 
health only in connection with life in- 
Heretofore its accident policy 


surance. é c 
has consisted of payment of the prin- | electric train. Where the policy was 
cipal sum and regular weekly indem- | issued in consideration of a certain sum 





and the agreement of the insured that 
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INDIANAP: 





LIS, INDIANA 


A Legal Reserve Life Insurance Company 
Popular Monthly Premium Plan 
Liberal Agency Contracts Non-forfeitable Renewals 


Opportunities for Agents & General Agents in Indiana 







































BIG OPPORTUNITIES WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has General Agency openings in Texas, Oklahoma, 
Arkansas, Missouri, Kansas, New Mexico, Arizona and California. 
Liberal first year and renewal commissions, together with exceptional 
line of policies and other attractive inducements offered to capable men 
of high character and records of successful experience who would be 
interested in building a profitable future with a progressive Western 
company. For full information address 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 




















OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 




















he would continue as a regular reader 
of a certain newspaper, the promise of 
the insured related to the future and was 
not material to the risk, and as it was 
not declared that a failure to perform 
this agreement would void the policy, 
performance of the agreement was not a 
condition to recovery on the policy, and 
it was not necessary to allege and prove 
performance thereof by the insured. 
Zimmerman vs. Continental Life of St. 
Louis, Ct. of Appeals, Cal., Ist Dist., 
Div. 1. 


Bumpus Baton Rouge Manager 


The Washington Fidelity National an- 
nounces the promotion of Field Super- 
intendent R. C. Bumpus of New Orleans 
to manager of the Baton Rouge district. 
Agent W. S. Barhart of Kansas City, 
Mo., has been promoted to field superin- 
tendent in that district. 


Smith Made Chattanooga Manager 


A. H. Smith, manager of the Colum- 
bia, Tenn., district office of the National 
Life & Accident for nearly a quarter of 






a century, has assumed his duties, 
manager of the Chattanooga dist, 
office, a change that was in the naty 
of a promotion. He is succeedeg , 
Columbia by O. N. Ashley of Murfre 
boro, who has also been with the om 
pany for several years. 


























Opens Cincinnati Office 

The Dixie Life & Accident of Nas 
ville has established its Cincinnati of 
at 1019 Chamber of Commerce building 
Guy Hadley is the manager in chars 
H. E. Dawson is also working out of t) 
office. The company is specializing , 
Cincinnati just now in commercial! ag 
dent and health. President Oury Hap, 
from the home office will be in Cine: 
nati next week. 
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National L. & A. Promotions 


W. J. Priester of Macon, Ga., and ¥ 
W. McKnight, Atlanta No. 3, have beg 
promoted to superintendencies in the 
respective districts by the National Li 
& Accident. 
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PROTESTERS GATHER AGAIN 


Opposition to Modern Woodmen’s Go- 
ing on Adequate Legal Revenue 
Basis Fought at Des Moines 


DES MOINES, Aug 22.—As a protest 
against the action of the officials of the 
Modern Woodmen ‘of America, in an 
effort to place the organization on an 
adequate legal reserve basis, 400 dele- 
gates, met in convention in Des Moines 
last week. The officers selected at the 
previous meeting were continued and an 
executive committee consisting of one 
member from each of the “congressional 
districts was named. The officers are 
John H. Scholl, Maquoketa, president; 
Ellis Pierce, Des Moines, vice-president; 
O. \H. Seifert, Eddyville, secretary, and 
W. H. Householder, Chariton, treasurer. 

Charles W. Lyon, Des Moines at- 
torney, who successfully prevented a 
similar action in 1912, was retained to 
seek to enjoin the management from 
the enforcement of the proposed plan. 
Mr. Lyou declared that the purpose of 
the head officers is to transform the 
Woodmen from a fraternal society into 
an old line company, which, he main- 
tained, is violation of the constitution of 
the society and in disregard of the 
vested contract rights of the assessment 
members. It was voted to assess each 
member of the Iowa camp $1 in order 
that a suitable fund may be available 
for making the fight. 

Francis H. Korns, Des Moines lawyer, 
who is a director of the Modern Wood- 
men of America, was called upon to de- 
fend the increase in rates voted by the 
head camp at the Chicago meeting in 
June. Mr. Korns explained the division 
of the membership into assessment 
benefit certificate and level premium re- 
serve policyholders and declared that 
unless receipts are increased by adequate 
premium rates the society cannot live. 





ACTIVE IN ST. PAUL 


ST. PAUL. MINN., Aug. 22.—Mem- 
bers of the Modern Woodmen of Amer- 
ica have been warned by W. C. Jackson, 
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——ARKANSAS——CALIFORNIA——9 


KANSAS 





LORADO———ILLINOIS————- INDIANA IOWA 


AGENCY MANAGERS FOR 


You will benefit by our special attention now to 


O, W. JOHNSON, President 134 North La Salle Street, Chicago 


HIO—— —-OREGON——-— PENNSYLVANIA——— TENNESSEE———VIRGINIA——— WASHINGTON———WEST VIRGINIA—-—NEBRASKA 


KENTUCKY——— MICHIGAN 


‘‘INDEPENDENCE FOR DEPENDENTS”’ 


Request details for our remunerative contracts for 


PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


MINNESOTA——MISSOURI 








these States 


S. W. GOSS, Vice-President 
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manager of the order in Minnesota, ng 
to contribute to the fund being raise 
to fight the proposed rate increase. \; 
Jackson said such money would only & 
wasted. A call has been issued by Jad 
Donahue, St. Paul attorney, for a pr 
test meeting here. 





Fraternal Congress Meeting 


The 1929 convention of the Nation 
Fraternal Congress was held at Roc 
ester, N. Y., last week. In conne 
with the meeting the presidents, secre 
taries, medical, law and press section 

































also met. E. J. Dunn of Chicago i (CONTI 
president. Among the speakers wetland specula 
Arthur A. Bentley, president M le—falsely 
Workers; F. D. Davis, general couns!f curance d 
Tribe of Ben Hur; Mrs. Mary E. Ami: to perm 
holt, Royal Neighbors; Tracy H. Clark MB.is, to the 


National Union and Dr. Henry A. Bake. departm: 


ag court proce 
Progresses in Transfer 


“Being g 

The transfer of old fraternal contracs{Mpartment, 1 
in the Catholic Knights of Wisconsin tfyelcome ti 
an adequate rate basis, started the firs hearing be 


of this year by De Barry & Associate 
Chicago, has progressed so far that mor 
than $11,000,000 of business has bee 
transferred with a very small numbe 
of lapses and over $2,000,000 of new ani 
increased business has been written, M 
De Barry makes known. The insurance 
is not being placed on an old line basi 
tut is being rewritten according to rate 


resisting th 
department 
the course 
llinois ins 
liquidat 
imsurance ¢ 
against us ° 











recommended by the Fraternal Congres “It is to 
The purpose of the campaign is to trans- Mia year we 
fer outstanding inadequate rate certii-MBon our usu 
cates but the service men also are mak-BBis the dict 
ing an effort to secure increases 11 ters, broke 
certificates transferred and to write neva” whenen 
business when the opportunity offers. fons surrot 
pending co 
Forms New Women’s Auxiliary adent = 
A new women’s department in the activ ng 
Modern Woodmen of America, to tak - . 
the place of the Royal Neighbors, norfm™ stantial 
disbanded, is announced by E. A. Ca ur operati 
penter of Spokane, Wash., district stat Di 
deputy for the Woodmen. Members © ’ 
the new auxiliary will have the sam Mr. Nue 
insurance privileges as the Modem tr valua 
Woodmen. ofice build 
————_ ares of la 
. Were the 
New York Life Holds ot saad 
Home Grown Flower Show " valuc 
more than 
and » de 
To stimulate the interest of employe i; Jd “: 
in the beauty of flowers and to chet at srokt 
the patients of local hospitals, the Ne* awk, - 
York Life held a show of home grow! Hm... ant int 
flowers at its home office this week—t! Hy)... t 
first of its kind. A group of gladio Rn. ¢ 
sent from the Elm Valley farm of th This — 
company was judged the best ent: Hho. ou, 
After the show, the flowers were set Bir wida lat 
to Bellevue and other New York City...  dippe 
hospitals. Charles A. Robinosn ant phosphate. 
Mrs. Margaret Brewer were in charge °°" 
of the show. On 
Every successful life insurance ma Mr, Nue 
should receive his personal copy of Tht Bp™ade to | 
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distr; 
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‘Ne col ANS SPEAKERS BUREAU, and Leon Willits, publicity committee. 





Oklahoma Aissociation Prepares Ambi- 
tious Program of Activities 





f Nas 
seta for 1929-30 Season 
building 
aan Among the plans and ambitions of the 
izing Oklahoma Life Underwriters Associa- 
ial action for the 1929-30 season, announced 
y Hareby L. C. Mersfelder, president, are to 
Cincisfistablish a speakers’ bureau to furnish 
member speakers for locals throughout 
he state and for schools and civic or- 
ns nizations, to develop ethical and co- 
and ¥ perative spirit among members, to dis- 
ve bemeourage employment and retention of 
in thedmaworthy agents, to increase member- 
nal Lifmehip, to carry on the work of preceding 
ficial staffs, to continue interesting and 
astructive monthly programs through- 
put the winter and to prepare members 
o render a more practical service to 
he insuring public, Committee chair- 
——_|MBnen appointed by the president include 
Homer Jamison, general agent, Equita- 
ota, nelle Life of New York, retiring president, 
+ raisellmiattendance committee; Geo. E. Lackey, 
e. M:MMassachusetts Mutual, program commit- 
only illtee; E. Guy Owens, Mutual Life of New 
»y Jak/York, education committee; J. O. Mat- 







ison, Indiana State Life, finance com- 


The first meeting of the association 
will be a luncheon in the Chamber of 
Commerce Sept. 14. 

6 

Dallas—Laws to prevent twisting were 

discussed at a meeting of the Life Man- 


agers’ Club of Dallas last week. Rep- 
resentative George E. Purl was the 
speaker. During his service in four 


sessions of the legislature Mr. Purl has 
taken an active part in insurance legis- 
lation and was chairman of the house 
committee on insurance at the last ses- 
sion. 
*x* * * 
Seattle, Wash.—The 
has been set for the first fall meeting 
of the Seattle association by Hugh 5S. 
Bell, general agent Equitable Life of 
Iowa, president. A program committee 
is now working on plans for an unusual 
meeting. 


first of October 


*x* * * 

Denver—Dr. C. J. Rockwell, insurance 
educator of Chicago who has been spend- 
ing his vacation in Colorado, was the 
guest of honor at a dinner given by the 
Colorado association last week. 

= Se 

San Francisco—R. H. Hepfer, assistant 
manager Travelers at San Francisco, was 
appointed a member of executive com- 
mittee of San Francisco association, suc- 











a pro ‘ i ceeding N. F. Clendennen, recently trans- 
mittee; J. B. Rogers, Lincoln National, | ferred to Oakland. Mr. Hepfer will also 
reception committee; Marmaduke Cor-| be chairman of visiting committee of 

g byn, Central States, speakers’ bureau, | association. 

‘ationd 2 

Roch- acreage, as this was expensive, but that 

nection ueske Flays the company is prepared legally to 








secre 
ections 
ago is 
» were 
Mystic 
‘Ounsel 
. Arm 
Clark 
Baker 


Company Foes 
(CONTINUED FROM PAGE 12) 


and speculators and I know how plausi- 
lefalsely plausible—they can be. The 
insurance department even went so far 
as to permit one broker at least to fur- 
nish to the department appraisers to act 
as department witnesses in the pending 
court proceedings against the company. 
“Being granted no hearing by the de- 
partment, we, of course, had to sadly 
welcome the opportunity to obtain a 
hearing before the courts of the land, 
resisting the liquidation desired by the 



















besfmdepartment. Please be advised that in 
umberthe course of the last three years the 
w ani lllinois insurance department brought 
—t liquidation actions against Illinois 
“basi "surance companies; the one brought 


against us was No. 23. 


) Tate 
gres “It is to be regretted that for nearly 
tran: a year we have been unable to carry 


m our usual constructive work because 


on 4 of the disturbances caused by promo- 
>» nevae*'s, brokers and other harassing condi- 
ers. ees surrounding us. However, the im- 





pending court decision which I am con- 
ry ident will be in the company’s favor, 
wil enable us to resume our former 
take activities and immediately bring about 
substantial increase in the income from 


Car feo" operations.” 
a Discusses Moot Points 
sam Mr. Nueske wrote of the controversy 
oder: Mer valuation of the company’s home 
whee building in Chicago and of 7,740 
«res of land in Florida, which he said 
were the only points at issue. He said 
raisers appointed by the court fixed 
10W Met value of the building at $463,957 
nore than the department valued it, 
loves aa he declared that the Florida land 
het fa “Stment will prove te be one of the 
Ne *t profitable ever made by the com- 
owtfe YS officers. He said the total 
_the fe unt invested in Florida ‘s $665,000, 
dioi ae “Cas testimony taken before the 


the master fixed the value at $1,367,639. 
‘his latter figure, he’ said, was based 


_ " only 1,900 acres of the company’s 
City rorida land which were proved up in 
and i. "t aS containing valuable deposits of 
arge Phosphate. 





Only Seratched Deposit 










_Mir. Nueske said no attempt has been 
made to prove up all of the Florida 





prove 1,500 acres more and preliminary 
tests indicate that at least 50 percent 
of the entire acreage of 7,740 acres is 
underlaid with a heavy stratum of phos- 
phate and the lands are worth more 
than $2,000,000 on the Florida property 
alone, collapse of the Florida boom hav- 
ing had no effect on the special value of 
the land. 

Final briefs are bing filed by the de- 
partment and by Potts & Armstrong, 
counsel for the company. Master Kor- 
shak is on his vacation and it is antici- 
pated will not render a decision for at 
least three weeks. 


Yarnell Makes Offer 


In the meantime, I. A. Yarnell, a 
prominent speculator and engineer of 
Lake Wales, Fla., has made a bona fide 
offer of $85 an acre for the entire Flor- 
ida acreage, or approximately what the 
property cost the Old Colony. This 
week he wired Rufus M. Potts, com- 
pany counsel, for exclusive authority to 
negotiate sale of all the land in line with 
his guarantee made before Master Kor- 
shak to sell the property for at least 
$1,000,000 within six months on the 
basis of the phosphate discovery. 

Final figures based on the opposing 
claims of the department and Old Col- 
ony counsel show the department con- 
tends that an impairment of $485,862 
exists, whereas the company declares it 
has a surplus of $1,987,508, including 
agents’ balances, value of insurance in 
force and so forth. The department 
allows total admitted non-ledger assets 
of $4,209,276, whereas the Old Colony 
insists it has $6,682,147. 


State Demands Deduction 


The state has practically abandoned 
its contention on the Florida land in 
view of the overwhelming evidence 
showing its value, it is said, but holds 
that a total of $581,274 should be de- 
ducted from assets under the following 
items: Gross agents’ debit balances 
$56,398, book value over market value 
of real estate $515,520, mortgage loans 
excess $8,400, deposits in insolvent 
banks $788 and policy loans on policies 
not in force $168. 

The Old Colony contends the follow- 
ing items totaling $1,166,596 should be 
added to admitted nonledger assets: 
Market value of real estate over book 


WANTED— 
A MAN! 


Possessing the following qualifications: 


AGE 35 or over, seasoned and a pro- 
ducer. 

THREE years of life insurance experi- 
ence, 

Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an experienced field man, 
to help him in the field, appointing 
sub-agents, giving sales helps and to 


“PUT HIM OVER” 


Over $100,000,000 in Force 


We are particularly interested in Pennsylvania men. 
Write fully. We will not check references until after 
interview. 


Address M-50, care The National Underwriter 

















The Reason 


will interest youif....... 


(| 
in 
ten years 


12 


TIMES 


THE 
INSURANCE 
IN 
FORCE 


A ENN RON 


TERRITORY OPEN 
In Ohio, Michigan, District 
of Columbia, West Virginia, 
Georgia, Alabama and 
Lowisi 


If you are interested in selling life 
insurance you will be interested in the 
key to the Gem City Life’s record of 
increasing its assets and insurance- 
in-force by more than twelve-fold in 
ten years. 


In the agency contract and the pol- 
icy line which includes all standard 
and some special forms of partici- 
pating and nonparticipating contracts, 
group insurance and accident and 
health coverage, will be found the real 
reasons for the success of the Gem 
City Life agents. In the success of 
our agents lies our success also. 


If you will write I. A. Morrissett, 
president, he will be glad to give 
you complete details of our agency 
contract and reasons why it will pay 
you to join the Gem City Life. 


Eight millions of increase first eight 
months of 1928. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 
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ACROSS 
THE 
NATION 


Extends the Territory of 


The PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Chattanooga, Tennessee 

























































Service 


Commercial 





Somewhere on This Broad 
Map There Is an Agency 
Opportunity for You 


with 


LIFE INSURANCE 


Modern Policies at Low Cost 
—Liberal Agency and Prompt 


or 


ACCIDENT & HEALTH 
INSURANCE 


Full line of Broad Coverage 


Policies, Quick 


Selling $5.00 and $10.00 Auto- 
mobile Accident Policies and 
Accident and Health Insurance 
on the Monthly Premium and 
Pay Order Plans. 


GROUP LIFE 
INSURANCE AND 
GROUP ACCIDENT 

AND HEALTH 

INSURANCE 





























nA SIDENT 
SE SGU OANY 
29a, Tennessee. | 























value on home office building $463,957, 
excess on market value of Florida prop- 
erty over book value $702,639. 

Other minor differences between the 
two claims hinge on value of furniture, 
fixtures and supplies and the cash mar- 
ket value of policies in force. The state 
allows no credit for furniture, fixtures 
and supplies nor for policies in force, 
whereas, the company insists there is 
a value of $725,000 on these two items 
alone. 


Shape American 
Life Program 


(CONTINUED FROM PAGE 3) 


the Cedar Rapids Life, and former As- 
sistant Secretary of War, will be one of 
the speakers. The subject of his paper 
has not yet been announced. 

Dr. H. W. Dingman, vice-president 
of the Continental Assurance, will speak 
Oct. 18 on “Human Nature and Disabil- 
ity Insurance.” Dr. Dingman is an out- 
standing figure in life insurance and 
his paper will touch on many angles to 
the underwriting of disability coverage 
by life insurance companies that here- 
tofore have been overlooked by some in- 
surance men. He is recognized as an 
authority on the subject assigned him 
by the program committee. 

The first day of the convention will 
be devoted to the registration of the 
delegates and other visitors at the con- 
vention headquarters the Sinton hotel. 
In addition on that day the annual 
American Life Convention golf tourna- 
ment will be staged on one of the lead- 
ing Cincinnati country club courses. 


Legal Section Tuesday 


The legal section will hold its meet- 
ing on Tuesday, Oct. 15, and that eve- 
ning the annual golf dinner, for many 
years one of the real entertainment fea- 
tures of the convention meetings, will 
be held. 

The main convention will open the 
morning of Oct. 16. There will be an 
address of welcome by Charles S. 
Younger, Ohio superintendent of insur- 
ance, 

Clarence L. Ayres, president of the 
American Life of Detroit, president of 
the convention, will deliver his annual 
address at this session also, while the 
farewell address of Claris Adams the 
retiring secretary and general counsel 
of the convention will conclude the 
morning session on Oct. 16. 

At this meeting greetings will be ex- 
tended to the convention by delegations 
from the Association of Life Insurance 
Presidents, the National Association of 
Life Underwriters, the United States 
Chamber of Commerce and other im- 
portant organizations. 

Various Sectional Topics 

The afternoon session of the main 
convention on the opening day will be 
given over to subjects of especial in- 
terest to the home office management 


section. ' 
On the morning of Oct. 17 the 
speakers and subjects will touch on 


agency section problems and at the af- 
ternoon session financial section ques- 
tions will be prominent. 

On the afternoon of Oct. 18 the an- 
nual business session of the conven- 
tion will be held, committee reports re- 
ceived and acted on and new officers 
elected. The annual dinner dance will 
be given the evening of Oct. 17. 

The names of other speakers who will 
address the main meeting and the var- 
ious sectional gatherings and their sub- 
jects will be made public by the pro- 
gram committee later. 


Writing Third Million 

Tibbetts of the Tibbetts & Rea 
eae reports that his firm is now writ- 
ing its third million of new business for 
the Continental National Life of Den- 
ver, since February. The agency firm 
has pledged $5,000,000 before the end 
of the year, he said, and will probably 
exceed that amount. A force of agents 
will be put sto work in Texas next month. 





Hundred Billion 
Is Now in Force 


(CONTINUED FROM PAGE 3) 


not get quite as great a thrill from the 
$100,000,000,000 insurance in force; that 
is, when we compare it with the na- 
tional earned income. While there have 
been no recent definite official figures as 
to such income, economists generally 
agree that it is now close to $100,000,- 
000,000 annually. So those purchasing 
life insurance have not on the average 
indemnified their families against death 
for much more than one year’s earned 
income. In using this figure it is only 
fair to point out that a small proportion 
of the $100,000,000,000 of life insurance 
in force is on the lives of persons outside 
the United States, mainly in Canada. On 
the other hand, there is some life insur- 
ance in the United States carried in 
Canadian companies, although not 
enough to be a complete offet. 

“When we realize the prosent pros- 
perity of our country, the greatly in- 
creased and increasing earning power of 
our people, our expanding population, 
our national trend towards thrift and 
prudent foresight, and when we review 
the past accomplishments in life insur- 
ance protection, especially the accelera- 
tions of recent years, it seems reasonable 
to expect that the second $100,000,000,- 
000 of net outstanding Ife insurance 
protection will have been accomplished 
before 1940. In any event, life insur- 
ance executives and agents alike regard 
the achievement of this goal of $100,000,- 
000,000 as a stepping stone to the sec- 
ond $100,000,000,000.” 


BOND ISSUE IS MET 
BY LIFE INSURANCE 


A large bond issue against the prop- 
erties of Wyoming consistory No. 1 now 
outstanding is to be liquidated through 
a novel arrangement with the Penn Mu- 
tual Life, although there are no funds 
in the treasury with*which to meet the 
indebtedness. 


The bond issue has a maturity nine 


years hence, and there is no 


fund provision for their retirement, A) 
member: 
Each bond holder will relinquish }j 
bond to the consistory in lieu of a |i 


the bonds are held by the 


policy in the Penn Mutual for doy)j 
the amount of his bond. 


The premiums will be paid by th 


consistory, and will amount to less tha 
the interest on the bond issue, G, | 








Davis, assistant general agent of th 


The 
F. H. 


Penn Mutual, said. 


has been negotiated by Davis 


transactio; 


oe agent of the Penn Mutual, anj 


. D. Davis. 


Bankers National in Utah 


The Bankers National Life of Jers 
City, N. J., is now licensed in Uty 


making a total of 21 states in which th 


company is operating. 


The H. R. Glendworth Company 


slovetanc, O., will move Sept. 1 from th 


of L. E. 
at 345 Leader building. The 
represer.ts the Abraham Lincoln 
for life and accident insurance. 








SALARY GUARANTEE 


Supervisor Wanted for Southern 
Georgia, Alabama and Florida 


This job calls for a man that 


can supervise a Genera! 
Agency on a Commission 
Basis, but with a Definite 


Guarantee per month. 


Please be assured that all com- 
munications, persona recordls, and 
references will be treated as abso- 
lutely confidential. 


Beerman-Pope, Inc. 
General Agent 
50 Associates Bldg. 


Jacksonville, Fla. 
Phones: 3-0878—5-6693 





agenc \ 


building to larger quarter 


4 











Wanted, 
Indiana and Ohio. 


ences, etc. 


mately $200,000,000 insurance in 


a man to assist in developing an agency 
This is a traveling job and will require the services 
of a man who can remain in the field. 
secure salaried district managers under an attractive contract. 


OPPORTUNITY 


Illinois, 


force in 


His principal duties will be to 


The position will pay a liberal salary and all traveling expenses. 


The applicant must be between 25 and 40 years of age. Life insurance 
field experience is absolutely necessary. 
particulars regarding experience, present connections, 


The first letter must give full 
names of refer- 


This position is offered by a strong, progressive company with approxi- 
force 
Address N-24, care The National Underwriter, in strictest confidence. 


and assets of over $24,000,000. 














Write fully giving references 
Address N-17, The National Underwriter 


A SPLENDID OPPORTUNITY 


is open to a young man between 28 and 35 to become 
associated with a Legal Reserve Life Insurance 
Company as a Home Office Field Superintendent. 
To meet our requirements he must have had at least 
three year’s experience in selling Life Insurance. 
Would also prefer that he has had experience in 
supervision. The position will be a salaried one with 
opportunities for promotion. 


and 


salary. 
























Dean 
answers 
in the J 
derwrit 
posite s 
of varic 
U. degt 
port to | 
questior 
answers 
which ¢ 
rather 
swers. 
problem 
ment 01 
Accordi 
tion cov 
given f 
candidat 
gence 1 
knowlec 
\nswer: 
eXamir 


LIFE I 


(a) PRI 
Questio: 
wife, son 
ecutive ir 
Salary $7, 
surance. 
ommon § 
(1) Outlin 
to use. 
Answer 
surance” 
purpose it 
tiscuss lif 
talk ab 
instrun 
ame of tl 
sted in a 
Rather, 
me ideas 
ind valt 
reflect an 
ir whol 
the n 
ch you 
he bigges 























— 










































August 23, 1929 LIFE INSURANCE EDITION 



















































































inking 

a __ MODERN 

af BUSINIESS-GETTING 
G, | 

SS ce LY | 

il, ang 











—— 


Second Batch of Answers to Examination 


Jers for Degree of Certified Life Underwriter 





ch th Shows Principles of Salesmanship 
Dean’s Note—The accompanying industry—the thing which means the 
any of answers to the questions contained most to you and your family ?” is 
— in the June, 1929, Certified Life Un- (Get answer—wait for it, and if he 
agency derwriter examinations form a com- starts, let him talk.) If he says, or 
n Lif posite set made up from the replies what he says means, “My income,” well 
of various candidates for the C. L. and good. If he does, or doesn’t, I con- 
J U. degree. This set does not pur- tinue in effect: we 
R port to show perfect answers to each “You income, isn’t it? After all when 
=e question, nor to indicate that the you really analyze it, the reason you and 
vas answers presented were the best [ come down town, early and late, 
‘cP which appeared on any paper, but and battle during most of our working 
da | rather to give representative an- hours, is to earn the biggest income, 
swers. Many of the questions and isn’t it? That’s the thing we try for 
that problems involved the use of judg- hardest, isn’t it now?” 
ral ment on the part of the candidate. (Qualify him in as strong an agree- 
sion | Accordingly, no hard and fast solu- ment as possible on this, as this is the 
nite tion could be expected. Credit was intent and end of your approach—to get 
| given for the reasonableness of a | his attention on his income and its im- 
candidate’s answer and the intelli- portance and hold it there.) 
‘aide | gence with which he applied his | (2) Outline in detail your sales pres- 
pas knowledge. ; |} entation. yom 
‘hen- | Answers to part two of the June C. L. Answer: “Now, your present income, 
| examination are given below. Mr. oe epg may be gent a 
| |} sources, iet us Cali 1 percent in order 
| LIFE ee SALESMAN- |} not to ask you a leading question at 
| | this time.” 
| ia) PRINCIPLES OF SALES™M ANSHIP | (Wait a bit, to give him a chance to 
I Question 1. Stanley Dawes, age 35,; tell you about his affairs. If he does, 
wife, son 13, daughter 10. Junior ex-/ note it, and whether he does or not, 
ecutive in large financial institution. | just consider it 100 percent.) 
Salary $7,500 a year. $20,000 of life in- “How much of that income, in per- 
surance. Owns about $1,000 worth of | centage,” (once again) “what percent of 
(i ommon stock in his own organization. | your total income, do you want con- 
im (|) Outline the approach you would plan | tinued to your family. You have a son 
to use. loa daughter as well as Mrs. Dawes, 
| Answer: “Mr. Dawes, my name is | 1 understand—what percent of that in- 
My business is that of life| come do you want continued to them, 
surance’—(pause slightly)—‘“but my| if you were eliminated from the pic- 
4 pose in calling upon you is not to | ture?” 
ef seuss life insurance unless you choose| (Wait for an answer. If necessary, 
talk about it because you find in it| repeat to get an answer. Our experi- 
instrument to help you do at least| ence shows that men will answer any- 
me of the things you are most inter-| where from all of it to 50 percent. As- 
e ted in achieving. sume Dawes answers 50 percent.) 
Tl Rather, I would discuss with you “All right, Mr. Dawes, that is a 
a ome ideas which men tell me they have | thoughtful answer—50 percent.” 
md valuable in their affairs. If you “Now, how much of your present in- 
: tect a moment, what is the thing in | come, once again in percentage, do you 
“ it whole business life in which you know would be continued without your 
‘ the most intensely interested, for | activity: 
=; ch you have paid, and are paying (Wait and stick for this answer. Ex- 





¢ biggest price in time, thought and ! perience shows that most men say from 





“None” to “10 to 15 percent.” Twenty-]| of one’s business, feeling it savors ol 


hive 


Assume Dawes answers 15 percent.) 


percent would be high generally. | false pretense and breeds lack of con- 


fidence. I do not mind stating my name 


“Then. Mr. Dawes, doesn’t it strike | and business even if in themselves they 
you that you have something of a prob-| are of little interest. 


lem? 


It is apparent, isn’t it, that your Therefore I expect the prospect to say 


estate has not enough capital to do the | something in objection immediately, 


which I try to circumvent by “Yes 


things you want done. You want 50| 

percent of your income continued, yet but.” For instance, he well might have 
you know that only 15 percent will be. | said, “Mr. ........, I am not a bit in- 
Mr. Dawes, the measure of my service terested in life insurance’”—to which my 
to you can be just in the ratio of the | answer might take the form, “that may 
frankness of our discussion. Tell me| be true, Mr. Dawes, but my purpose in 
about your situation—I have no idle| calling on you was not to discuss life 


curiosity. Such discussions are strictly 
business confidences. Your income is 
$7,500, Fine. From salary? From other 


| insurance »until or unless you chose to 
do so. You are interested in your in- 
come, Mr. Dawes, aren’t you?” 


| 
| 
sources? $100 on $1,000 stock in your | He might well interject that he had 


own 


Let us see then, $2 
invested yields $1,000, plus $100, equals 
$1,100, or 14.7 percent of $7,500, so 


your 


“Now then, your wife and two chil- 


dren 


percent of your present income, or 
$3,800, is that right? Could they get | 
= | 


outfit. $7,600 total. 
“Your present life insurance? $20,000. | 


| plenty of life insurance and that $20,- 
000 would be all he would undertake for 
20,000 at 5 percent well | some time. I might try to boome rang 
this back, by saying, “As a principal 
sum, that is quite a lot of money, but 
our families, Mr. Dawes, have to live 
on income, and actually, it would yield 
only $20 a week. Isn’t that so, and 
that isn’t very much, is it? etc.” 
> > 
(b) PSYCHOLOGY OF LIFE INSUR- 


15 percent was very close. 


could get by if necessary on 50 


along on less—say $200 a month? Only | ANCE SALESMANSHIP 


with 


examine that.” 
Having committed him definitely to a | 
minimum income I felt he could sup- 


port 


about 


difficulty, you think. Well let's | Question 1. Make a list of all of the 


suggestive ‘attributes of personality that 
you would wish to possess as an un- 
derwriter. 

. ; Answer: Following are some of the 
his cash requirements, etc., ideas “personality attributes” that.I endeavor 


properly, I would then ascertain 


about his chifdten;‘and seek to examine | to cyltivate: 


him on seta of $5,000 cash payable to 1. A pleasant, friendly’ smile. 

wife in one sum, remaining $15,000 plus Ability to look a man in the eye 
$35,000 additional, making total of $50,- without making him feel uncomfortable. 
000 at abouts percent to provide $2,400 3. To he carefully groomed and well- 
to $2,500 a year—principal intact to dressed but not “over-dressed.” 

children, one-half to the son at given 4. A pleasant speaking voice. 

ages after his mother’s death, the other 5. To be interested in others and give 


half to daughter under an income pro-| them a chance to talk. 


vision 


for life and without withdrawal, 6. To be careful in my diction with- 


her principal share being subject, how-]| out giving the impression of over-pre- 


ever, to her disposition by will—either ' ciseness. 
under company interest options or trus- 7. A sense of humor, but try not to 
teed with trust company according to] bore people with too many funny stories. 
conditions. 8. Keep engagements promptly. 
(3) Outline the objections which you 9. To recognize the value of other 
would expect Dawes to raise and sug- | people's time. 
gest your method for overcoming these 10. To pay all my bills promptly. 
objections. > 11. To take part in worthy commu- 
Answer: Approach and presentation | nity activities. 
is based on stating the business of your 12. Render little personal services that 


call directly and immediately. I cannot | are so much appreciated. 


use 


well, have little patience with, and 13. To say a friendly word to those 





little confidence in, a deferred statement | in trouble. 
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To be as clean as possible morally. 

To keep abreast of current events 
in as many lines as possible. 

16. To keep healthy and play some 
golf, swim and play hand-ball for exer- 
cise, 

To learn as much as possible about 
my business and try to read some- 
thing constructive every day. 

18. Never try to sell a man by beg- 
ging for business, but show him where 
he and his interests will benefit. 

Question 2. Think over your past 
experiences. Can you recall a situation 
in which you bought something against 
your better judgment? Describe how 
you rationalized yourself. Take some 
prospect you have had in the past, who 
has failed to take out a policy but has 
immediately bought a car or some other 
luxury. Try to account psychologically 
for his behavior. 


Answer: My old car ran entirely well 
enough. A new one was something to 
be desired. It remained to justify it be- 


fore the high court of my conscience. 

That was no trouble at all! The re- 
pairs needed on the old car were allowed 
to grow big in my mind. New tires were 
needed, my prestige as a_ successful 
business man was at stake, the old car 
would depreciate more rapidly than the 
one offered, greater gas consumption of 
the offered car was more than balanced 
by the long life of the larger and better 
car. 

In short, 
reason 


I wanted the new car. Every 
( against the purchase started a 
circle of thought which picked up an 
excuse that looked like a just answer. 
The ambition worked upon my subcon- 
scious mind even when I slept and I 
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woke with fresh strength to face the 
fact that I was broke, in debt, that the 
old car ran, that nobody gave a whoop 
what I drove except the salesman and 
me. 

Like the prospect who did likewise I 
bought the new car. He and I were the 
victims, or at least the puppets, of sen- 
sory appeal. Color, the love of display, 
the admiration of all observers who 
might see us drive bv, the thrill of 
smooth speed, being classed with the 
successful and associated with them on 
an equal basis, so comfortable to the 
gregarious instinct, overcame us. 

Sensory appeal has much to do with 
people’s wants. Life insurance is in- 
tangible, it is remote in its more im- 
portant benefits; we do not see it, nor 
delight in its touch, its sound or its 
motion. 

Life insurance does, however, have as 
a basis our strongest instincts if we 
can but present them strongly enough, 
and perhaps the new advertising pro- 
grams will help. The sex instinct, the 
paternal instinct, the acquisition instinct, 
the fighting instinct, the instinct for 
self-preservation and the display in- 
stinct may all be utilized. 

Question 3. Why is the use of imag- 
ination of peculiar importance in the sale 
of life insurance? Why does the buying 
of life insurance tax the imagination 
much more than in buying a car, coat or 
a radio? 

Answer: The use of imagination is of 
peculiar importance in the sale of life 
insurance because of its lack of sensory 


appeal. To most people insurance is 
intangible. It cannot be seen or tasted 
or felt. The future is far removed from 
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most of us, and the immediate routine 
problems of existence force the picture 
of the future out of the mind. 

To induce our prospects to act, then, 
it is necessary to fix attention on fu- 
ture problems, and to vividly bring them 
down to the present. Not only must 
the salesman be able to visualize the 
situation himself, but he must develop 
the ability to make his prospect visualize 
future needs. 

The buying of a car, a coat, or a radio 
does not tax the imagination. There is 
an immediate sensory appeal. The pic- 
ture of ourselves in the car, wearing the 
coat, or sitting at home in front of the 
radio is not difficult to conjure up in 
our minds. Most people are not able 
to visualize life insurance in the same 
way. It is more or less removed from 
our mental field of vision. The need is 
crowded out by the immediate need— 
the sensory appeal—and by the routine 
tasks which occupy our mind. 

Question: 4 (a). List five habits that 
would probably divert a prospect’s at- 
tention from life insurance. 

Answer: The habit of installment 
buying and spending his income as fast 
as he receives it. 

The habit of postponing action on 
important questions as long as he can. 

3. The habit of enjoying himself as 
much as possible and letting tha future 
take care of itself. 

The habit of keeping up with his 
neighbors in buying things. that he 
should not afford. 

The habit of avoiding responsibility 
of assuming a permanent obligation. 

Question 4 (b). List five habits (busi- 
ness or social) that you could take ad- 
vantage of in appealing to a life insur- 
ance prospect. 

Answer: The habit of thrift. 

The habit of following the leader 
and doing as others do. 

3. The habit of dressing his family 
well and the desire that they may con- 
tinue to do so. 

4. The habit of telling the things he 
does and the tendency to brag about 
the amount of insurance he carries. 

5. The business habit of protecting 
himself against property losses by means 
of insurance. 

Question 5. Write an imaginary dia- 
logue with a prospect in which you ap- 
peal to his desire for approval. 





Answer: The prospect—Ingram. The 
salesman — Knox. Introduction, ete. 
omitted. 

Knox—It’s too bad that Rev. Mr. 


Jones’s wife had to give up her home , 
and go south to her daughter's home, 
isn’t it? 

Ingram—Yes, | 
Jones was a good 
to hear his sermons. 
tical. 

Knox—Yes, practical, Mr. Ingram, but 
he didn't practice what he preached. 
No. He didn’t preach life insurance, 
but his sermons, as you say, were prac- 
tical. He was a practical man in most 
respects, but he forgot the one im-, 
portant contingency. He had a nice 
home here, and Mrs. Jones had 7 
many friends in town. I don’t believe | 
Mrs. Jones knows many people where 
she is now. 

Ingram—No, I don’t suppose she does. 

Knox—aAll of her trouble could have 
been saved had he carried a little more 
insurance. Carter was wise in that re- 
spect. His son is still away at school 
and his wife is comfortably fixed with ! 
an income as long as she lives. I just 
heard the fellows down at the club say- 
ing how lucky she was to have had a 
husband like Carter. You would like 
your wife to be as well-fixed financially, 
wouldn’t you, Mr, Ingram? 

Ingram—Yes, but— 

Knox—About $2,500 per year would 
do the trick, wouldn't it? 

Ingram—lI have $10,000 now. 

Knox—But how much would your 
wife get out of that each year? 

Ingram—Oh! about—, well, say, 
I guess. 
Knox—Yes, 


feel sorry - her. 
preacher. liked 


They were prac- "y 
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$600, 





about $500 or $600 if 
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safely invested. I'll give you a policy 
to make up the difference of $2,000. Yo, 
want your son named to receive th 
payments if he should outlive your wiie 
don’t you? 

Ingram is sold. 

Question 6. Why is a good super. 
ficial personality so important to th 
life insurance salesman? Why is a gooj 
personality not so important in a busi. 
ness way to the carpenter, bookkeepe 
or civil engineer? 

Answer: A good superficial person. 
ality is important because a prospect will 
not buy if he dislikes the salesman’ 
personality even if he appreciates the 
importance of life insurance, and there 


is very little opportunity for him 4 
learn much about what life insurane 
will do for him since he is not in 4 
receptive frame of mind and will tak 
the first opportunity to close the inter. 
view. In order to have access to a 


prospect and be able to present the prop 
osition, the underwriter must make 4 
favorable impression since he ordinarily 
has no means other than a compelling 
personality to make the prospect listen 


He may know all about insurance byt 
he needs an opportunity to show th 
prospect what life insurance can do for 


him if he is to sell any. <A carpenter 
bookkeeper or civil engineer, however 
doesn’t have the same contact with th 
public and is judged by the product 
which he turns out rather than by his 
personality. Moreover, if a prospect j 
sold on the idea of life insurance, ther 
are any number of agents with whom ly 
may place the order but when it come 
to carpentry or engineering, he will tak 
the line of least resistance and emplo 
the man nearest him if his work is good 


Even here, however, personality play: 
some part, for all other things being 
equal, people deal with those who are 


courteous and agreeable. 

Question 7. List all of the things 
which seem to you to be marks of social 
progress. Show in each case the in- 
fluence insurance would play in helping 
fulfill these social goals. 

Answer: A—Encouragement of thrift. 
as Doctor Huebner says, The policy: 
holder is almost as important a_bene- 
heiary as the one he has named. & 
forcing himself to save he has embarke 
on a program of thrift of great value t 
himself and to social progress in 
aggregate. 

B—Responsibility. By his recoguiti 
of his responsibilities to others th 
policyholder has contributed to the ges- 
eral good of society. 

C—Elimination of poverty. No greate 
single voluntary factor tending towar 
the elimination of poverty exists tha 
the institution of life insurance. 

D—Protecting the home. The pa 
ments of mortgages through life insur 
ance is of tremendous good to societ 

_E—Education. Life insurance pre 
visions for education of children are 2& 
suring better citizens for the futuré 

F—Perpetuation of business.  Inden- 
nity on the death of the head of a bus 
ness keeps the business intact—gives th 
family of the decedent a continuanc: 
his interest and keeps the employe: 
the business in their jobs. 

G—Improvement of credit. J 
Wanamaker’s famous reason for catty 
ing $500,000 and than $1,500,000 
surance is the best example of the valu 
to society in general in the big busines 
man carrying adequate insuranc: 
credit reasons. 





New York Life’s Business 


New paid business of the New 
Life the first seven months, amounte 
$590,502,500, a gain of $25,230,100 « 
the same period in 1928. Over $130,00- 
000 was contributed by agents 
New York district. Most sections 
country reported an increase for 
seven months, indicating that busines 
conditions in general continue 
good. The total insurance in force, J= 
31, was more than $7,000,000,000. 
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A YEAR OF 
SIGNIFICANT PROGRESS 


Proportion of Term 
Insurance Written 
Reduced from 


20” to 8” 


in 1928 


HOME LIFE INSURANCE COMPANY 
OF NEW YORK 


JAMES A. FULTON, 
Agency Vice President 


ETHELBERT IDE LOW, 
President. 


















'Supervisors Wanted in Ohio 
| Real Opportunities for the Right Men 


We want to hear from properly qualified men 
who are familiar with territory in Ohio and can 
help us to organize and develop our agency force in 
that state. 

The men selected will be paid a salary for hiring 
and training agents and will be given an allowance 
for traveling expenses in connection with organiza- 
tion work. They will also be given a liberal first- 
year and renewal commission contract covering 
personal business sold. 

We want men with a sound knowledge of modern 
underwriting principles. They must be in good 
health, honest, ambitious, industrious, self-reliant 
and mentally alert., They must have been person- 
ally successful in selling life insurance. 

Men between the ages of 28 and 35 are preferred. 
We want supervisors young enough to grow and 
advance with the Company, but with enough expe- 
rience to do effective work from the start. 

If interested, get in touch with: 













W. T. O'DONOHUE Vice-President and Agency Manager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 
























































We are only seven years old, with over 
$90,000,000.00 Insurance in force. Why 
not connect with us now? You will, 
no doubt, wish to eventually. Excel- 
lent territory and a splendid chance 
for promotion. Address all communi- 
cations, giving references, to 



















A. F. SEELIG, Agency Manager 


Cuicaco NATIONAL LIFE 
INSURANCE COMPANY 
1400 West Washington Blvd. 


Chicago, Illinois 


























United States Field Artil- 
lery preparing the way for 
an infantry advance. 


PENING UP 


We have prepared a series of letters 
and folders on our Children’s policies 
which “open up” the way for our agents. 

Juvenile insurance has been written 
by this company for many years—the 
company being one of the pioneers in 
this field of life insurance. Agents of this 
company, through the medium of these 
policies, find the way of advance well 
prepared for them. 


You'll like The Peoples Life—the company that 


does more for its agents 


THE PEOPLES LIFE INSURANCE 
COMPANY SILL INOIS. 


CHICAGO, ILLINOIS. 


our Stedman: President. 
6.L.Lutterloh: - -Secrefary 





